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You can easily identify SILVER LAKE Sash 


Cords by the name printed on every foot of 
cord. 


OUR NAME carries with it a positive guar- 
antee of twenty years’ service. 


OUR CORD needs no introduction to your 
trade and it is a complete line that will build 
up and strengthen your cord business from 
every standpoint. 


SILVER LAKE Cords are the ones on which 
the Government bases its specifications and 
we are constantly advertising them. 


Stock SILVER LAKE and meet the demand. 



























ROPE, RAILROAD BELL CORDS, TROLLEY CORD, —— eae 
MASON’S LINES, CLOTHES LINES AND LeerearD™ 
OTHER SASH CORDS aeadee 
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SILVER LAKE COMPANY {im 


NEWTONVILLE, MASS. 
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hero, 
Garden Hose 


The Thermoid line is acknowledged the standard for quality the world over and is 
most complete. It embraces a particular grade of hose for every purpose and varies from 
the lowest-priced to the very best. 
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Experience in manufacturing garden hose for over twenty years has taught us the proper 
compounds, the correct weights and grades of fabric and the best methods of construction to 
insure proper service under all conditions of use, and the Thermeoid line is now recognized 
as the leader and is acknowledged the standard the world over. 
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Every piece of fabric and every compound is tested before and after manufacture, and 
every length of hose is rigidly inspected before shipment, which guarantees both uniformity 
and durability. All grades made with our elastic non-drying tubes and covers, which will not peel. 
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Special in both quality and con- 
FLEXOID struction. Very flexible, light 


and will not kink. Constructed with four plies 
of sheeting and braided cover. Tube, cover 
and friction of high quality stock. High 
pressure. Should be carried in every stock as 
a high-grade hose. Guaranteed. 





A five-ply hose of light 
SAXONOID weight, special duck of great 


strength and durability. Excellent friction, 
tube and cover. Very flexible and durable. 
For lawn or garden use, and especially recom- 
mended for florists, gardeners and contractors. 
High pressure. Guaranteed. 
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A five-ply hose of special 
TRUMPOID quality, high-grade sheeting. 


Excellent quality of friction, cover and tube. 
Combines lightness with strength and dur- 
ability. A popular brand, very serviceable. 
Recommended for greenhouses, lawns and 
gardens. Medium pressure. Guaranteed. 





Booklet, samples and prices on request. 
Don’t fail to see a sample of Flexoid. 


hermoid Rubber Compan 


TRENTON, N. J. 
Makers of Thermoid Brake Lining and Nassau Tires 


New York Philadelphia St. Louis Detroit San Francisco 
Chicago Pittsburgh Indianapolis Boston 
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Suggestive arrangement for show window or interior display. This picture shows but a 
small part of our line, but serves to illustrate what live dealers are doing to stimulate sales 


in aluminum ware. 





Made in U.S. A. 


A house that is built upon the sands will not weather the storm. 
Neither will any business, either retail or wholesale, withstand 
keen competition if founded on a basis of inferiority. 


We have built our wares up to a standard of quality, rather than down 
to a price. The metal itself is 99% pure aluminum. It has that uniform 
thickness and hardness so essential to successful retailing. Each design 
has been carefully patterned to fill a specific purpose. In the creating of 
“Viko” Aluminum Ware the housewife—your customer—has been the 


deciding factor. 
To meet every possible demand we have placed at your disposal, this, the largest line of 


aluminum ware in the world. You will appreciate being able to offer anything and everything 
. . ° bd ° éé > ied ° s*¢ ° 7, ¥ f 
worth selling in sheet aluminum ware—you can do it if you sell “Viko” Aluminum Ware. 


if you would like to know more about this line, we will gladly send our new catalog and complete 


details. 





Made in U.S. A. 


Aluminum Sales & Mfg. Co., Inc. 


Capitol Ave. at Walnut St. 483-5 Broadway 


Indianapolis, Ind. New York. City 
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Brown & Sharpe’ 

















When a Mechanic Asks You 
to Show Him The Rex 








You are practically sure of quickly closing a sale. He has seen the tool exten- 
sively advertised, he is familiar with the reputation of the Brown & Sharpe line 
for accuracy and fine workmanship, and he recognizes in the Rex a precision 
tool that exactly meets his requirements at a price he can easily afford. When 
his interest is aroused to the extent that he will ask you to show him one 
a sale is practically assured if you have a few of these micrometers on hand. 


The Rex thus offers unusual opportunities to increase your trade in 
machinists’ tools. It enables you to offer, at a moderate price, a micrometer 
that is as good, as far as accuracy and dependability are concerned, as any 
micrometer in our extensive line. 


We have an attractive folder and an effective show card which will help your 
sales of this tool. Better write for samples and get in line for some of the profitable 
business that is following the introduction of The Rex. 





Brown & Sharpe Manufacturing Co. 


PROVIDENCE, R. I., U.S. A. 


A full line of our tools is carried at our Chicago Store, 626-630 Washington Boulevard, Chicago, Ill. 
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Is Your [ ool Depar tment 
Self-Supporting ? 


merely supplement big ones in other lines— 

if you are disappointed at the financial show- 
ing of your tool department—let us suggest Coes 
Wrenches as the first step in the right direction. 


Coes Wrenches . 


are liked for their simplicity of construction, for their rugged 
strength, for their 30% surplus value at a 5% surplus price. 


I F you “have a sort of feeling” that your tool sales 


Coes Wrenches never die on your shelves and it won’t take 
a very large stock investment to prove it. 

There is no reason on earth why the wrench part of your 
tool department should and can not pay its own way in the world 
—and more. 

So order a trial lot of Coes Wrenches from your jobber now; 
hang up a few sales records; begin to place your tool department 
on its feet where it belongs. 


Coes Wrench Company 


Worcester Mass. 


AGENTS 


J. C. McCARTY & CO., 29 Murray St., New York 
JOHN H. GRAHAM & CO., 113 Chambers St., New York 








The Ten Simple 
Parts of the 
Coes ‘‘Knife’”’ 


Handle Wrench 
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(TRADE MARK) 


The Guarantee of Excellence 
on Files 


Nicholson Files Keep 
_ The Register Ringing 


Every day sees new music composed to catch the public ear, 
but the old metallic ring of the cash register is still the sweetest 
music the merchant can hear. 































‘“‘Nicholson”’ Files keep the bell ringing with a regularity that 
would do credit to a sharpshooter in a target gallery. 











Are you getting your share of the tool trade? Expert workmen 
go to the store that sells standard goods. They know that a 
dealer who sells “Nicholson” Files has as much regard for their 
welfare as for his own. And when they want other things 
they go to the man who sold them “Nicholson’”’ Files. 


Get our Catalog and “File Filosophy.’’ They'll show the way 
toaconstant ringing of the register bell. Sent FREE on request. 
















Nicholson File Company, Providence, R.1. 
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Tho Mark That Guarantoos 
The Mark That Helps In The $ 






HARDWARE AGE T 











Of Course You Can Sell B& S 


Wrenches Without This Silent Salesman 





























They'd sell anyway to anybody 
who has any one of his five 
senses. But the fact remains that 
withthis handsome display stand 
you can sell more, and as a re- 
sult make more turnovers, and 
bigger profits each season. It 
stands |2 inches high and 16 
inches wide and has a bright, 
clean polished, enameled face. 
It has room for seven wrenches 
of different sizes and patterns, 


giving you an opportunity to 


display a good range. 


Let us send you our circular de- 
scribing our wrenches and our 
advertising, and telling 
you how you can get 
this Display Stand free. 
W rite. 
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Cyclops Nail Puller 


Retails for $1.00 — 








“Look at the Eagle Beak Jaws’’ 


A FEW SELLING POINTS: 


No springs to break. 
Will not turn in the hand. ‘ 
Unobstructed view of nail. Union Hardware Company 
Jaws hardened and tempered. 
Jaws grip beneath nail head. 
Oblique delivery of ram blows. 
Handle prevents bruised hands. 
Will not roll off inclined surfaces. New York Office: 99 Chambers Street 
Length 18 in. Weight 4% Ibs. ea. 


Manufactured by 


Torrington, Conn., U.S. A. 
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Trimo Superior Chain Wrenches 













Sand: for 
Catalog 
No. 133 









































SIZES | No. 10 No. 11 No. 12 No.13 No. 14 No. 15 No. 16 
Capacity, size pipe...................| K%tolin. %te2Zin.| % te3in.) % toGin. 1 to 8 in.|13< to 10 in| 2 te 12 in. 
eee en Ee Sere 14 in. 21 in. 28 in. 38 in. 50 in. 60 in. 70 in. 
Weight of wrench, each.............. | 1% Ibs. 53 Ibs.| 834 Ibs.| 1634 lbs. 30 Ibs. 55 lbs. 80 Ibs. 
Length flat-link See 914 in. 15 in. 21 in. 30 in. 38 in. 47in.| 57% in. 
Length cable chain.................. | 10in. 1534 in|. 2134 in. 33 in. 40 in. 48 in. 57 in. 
Average breaking strain, flat-link chain..| 3,400 lbs. 5,000 Ibs.| 9,000 Ibs.| 12,000 Ibs.| 15,000 Ibs.| 16,000 Ibs.; 24,000 Ibs. 
Average breaking strain, cable chain... | 2,400 4,000 Ibs.| 6,000 Ibs.' 10,000 Ibs.| 12,000 Ibs.| 15,000 Ibs.| 20,000 Ibs 























ALL TRIMO CHAIN WRENCH PARTS ARE INTERCHANGEABLE 


Trimo Chain Wrench—lts range of work is as great as that of any tool of its kind. 
Both handle and jaws are drop- forged of selected steel. 
The Handle—lIs designed in section to give the greatest strength with the least 


weight. 


The Chains—Are made of the best material and tested as to strength. Unless 
otherwise specified the flat-link chain will always be sent. 


Points of Superiority—Lighter in weight. Stronger in action. 


To turn the pipe in 


the opposite direction it is‘ nof necessary to remove the wrench and. reverse it, but 
only to loosen the chain and place the jaws upon the opposite side of the pipe. The 
pocket into which the chain is placed being in the handle, makes this wrench the 
strongest, as the drawing stress is upon the handle instead of the jaws. 


Gold Medal—A No. 


16 Trimo Chain Wrench stood for six months at the 


St. Louis Exposition with 1,650 pounds weight suspended from the end of the 


handle. 


55 to 71 Amory Street 


Awarded a Gold Medal. 


MADE BY 


Trimont Manufacturing Company 





Roxbury, Mass. 
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The Care of 


A National Landmark 


7 ROSS made the first 


American flag herein 1777. In Mili = yee 


1905, when the house was 
about to be demolished, it was saved 
and presented to the city of Philadel- 
phia as a gift from over a million 
Philadelphia now pre- 
serves the Betsy Ross house for the 
nation by protecting it against time 


Americans. 


and weather with paint made of 


Dutch Boy 
White Lead 


and pure linseed oil. 

Property owners, painters, 
architects and building mana- 
gers the country over show the 
same good judgment in the 
selection of their paint. Each 
class knows from personal ex- 
perience that nothing compares 
with Dutch Boy White Lead in 
spread, protection, adaptability, 
looks and wear. 





New York Boston 


Cincinnati 





Cleveland 
Philadelphia (John T. Lewis & Bros. Company) 
Pittsburgh (National Lead & Oil Company) 





SRE IR Ie hey 
PPT SIE oni 





; as ™ 5 e ea z ® ‘C ie T ouse were: BP a, 
s : fee Philadelphia 


This general approval of 
Dutch Boy white lead should 
mean much to you as an enter- 
prising paint dealer. Don’t you 
see in it a splendid opportunity 
to turn over your white-lead 
stock more frequently and. to 
make more money in all depart- 
ments of your business? Try 
tying your local prestige to the 
national advertising which has 
popularized the white lead that 
the famous Dutch Boy Painter 
represents. 


NATIONAL LEAD COMPANY 


Makers also of Dutch Boy Red Lead-in-Oil 
' and Dutch Boy Linseed Oil 


Buffalo Chicago 


St. Louis San Francisco 
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What “A. B. C. Service” 
Means to the Advertiser 


“A. B. C. Service” means unprejudiced information on the various publications in 
which your advertising appropriation is being expended. 

It is as definite as the measurements, weights and other specifications which govern 
the uniformity of your product. 

It means that right in your own office, you have a gauge on the working capacity 
of every dollar put into your advertising. 

The Audit Bureau of Circulation is a co-operative organization—not for profit—its 
membership includes nearly one thousand Advertisers, Advertising-agents and Pub- 
lishers, who believe in standardized circulation information. Complete information 
regarding the service and membership may be obtained by addressing—Russell R. 
Whitman, Managing Director of the A. B. C., 703-716 Venetian Bldg., Chicago, III. 

Hardware Age is a Charter Member of the A. B. C. and even before the formation 
of that organization Hardware Age firmly believed that the buyer had an absolute 
right to know what he was buying and getting. 

Better proof of this could not be found than in the fact that a careful and detailed 
analysis of the circulation of Hardware Age has been prepared and is available for the 
information of any firm interested. 

In fact, anybody legitimately seeking information on this point can examine our 
books at any time and without notice. 


Hardware Age courts the fullest examination and comparison at its circulation. 


HARDWARE AGE 


239 West 39th Street 
New York City 
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The Panama-Pacific Exposition Judges 


endorse the conviction of thousands of users by declaring our entry in 


a | an Sita & | car One 


BUY “BLUE RIBBON” LATHE DOGS 


899QQQ QQQ 


Williams’ “Vulcan” Safety Lathe Dogs 


are bred for size, strength and character. 
They ‘are serviceable, salable and 100% safe. 


J. H. WILLIAMS & CO. , thirst 


























Western Warehouse EXPOSITION 
‘ais the. die Saal The W. r ench r cop le Block 18, Machinery Palace 
Chicago, IIl. 57 Richards Street, Brooklyn, N. Y. Your call will please 
Renee ————EEE 
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Sell Them 
by the Set 


It isn’t hard. Every mechanic needs the 
entire set in his work, and it resolves itself 
to a question of selling him once or seven- 
teen times. Bring out the value of the case, 
its use in keeping the bits in order and 
near at hand, preventing loss, etc. Try it. 

Fostner Bits are the only bits that are 
not dependent on a center or a level to 
guide them. They cut from the outer rim.. - 
The entire surface is at work all the time; 
no jagged ends, every part of the work is 
smooth and polished. They bore their way 
through hard, knotty, cross grained wood, 
leaving a smooth hole and clean polished 
surface. 

Let us send you catalogues. Order 
through your jobber or direct. | 


THE PROGRESSIVE MANUFACTURING CO. 


TORRINGTON, CONN., U.S. A. 





AAC 








Sets of 9, 11, 17 bits are 
furnished in compact cases 
for the convenience of the 
user. 
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An Over-The-Counter 
Demonstration 


will take the place of all the verbal 
arguments you could think of. 
Here’s how simple the New Union 
Quick Adjusting Caliper is in ma- 
nipulation: 


You raise the bar while the screw 
takes up the distance between 
notches. No nuts and screws to 
drag back and forth against each 
other and to-eventually wear out 
the threads. A positive transfer 
feature that absolutely prevents 
mistakes, and oval legs for lightness 
and strength, are two more points 
worthy of honorable mention. 


UNION CALIPER CO. For the sake of your valued tool 


ORANGE 2 3 eS MASS. trade, get our prices. 
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Make Them Pay 


Many a merchant has been forced to borrow money and 

even go out of business because he could not get his custo- 

mers to pay their bills. There are hundreds of ways to 

make them come across and Mr. Frank Farrington tells 

about a number of them in his new book entitled 
‘‘Store Management Complete.”’ 





Every reader of hardware and retail literature knows Frank Farring- 
ton’s style. It runs along in an easy flow, with common sense facts 
and conclusions presented from a standpoint of practical knowledge, 
and always with that touch of human nature which marks the writer 
of extensive experience. And with all, the book is analytical. For 
example in the first chapter, ‘‘The Man Himself,’’ you learn what a 
merchant is; the most desirable personality; mental and physical quali- 
fications; how to be a merchant; overwork and its disadvantages; pos- 
sibilities of development; proper examples; the right line of growth; 
success-making qualities. 














The other chapters cover in equally as thorough manner— Where to Start, Store Management, The Buy- 
ing End, The Store Policy, Clerk Management, Leaks, The Store’s Neighbors, Working Hours, Expenses, 
The Credit Business, What to Sell, Premium Giving. 252 pages, illustrated. Cloth bound, $1.00. 


HARDWARE AGE BOOK DEPARTMENT 


239 WEST THIRTY-NINTH STREET, NEW YORK 


| 
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For Your Rural and Suburban Trade— 
Simonds Buck and Hand Saws 


“I'll break your back,” 
HE'S AS STIFF The Dumb-Bell said, 


DRAT HIM 
AS A CHURCH 








Copyright, 1915, by Simonds Mfg. Co. 
quest we will furnish you with single or double 
column cuts, like this for your advertising. 


SIMONDS MANUFACTURING COMPANY 


FITCHBURG, MASS. 11 Branches 


5 Factories 





# 


/ 
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Every darmer has to Lute bh 
have a wood or buck eerie Gah AAD 
“As sure as you can bet.” RO ee 
y . saw, especially for fall SSC A Meet oN 
Quoth Si-monds Buck: use in his wood lot. ig ee Sel Syed “i 
You never can; The Simonds buck saw 


I’ve not been broken yet!” 
















is unsurpassed for farm 
use. It cuts fast and 
smooth with the least effort, holds its 
edge, does not bind or scrape, and its A 
back can’t be broken. A good hand saw ©. &-Ba 
is also indispensable to the farmer and Gy HE 
suburbanite for tinkering around yard 
and buildings. 
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are suited to all uses, made with the best material and 
workmanship, and are backed by an absolute guarantee 
and by over eighty years’ experience in making cutting , 
edge tools. Profit by our effective advertising and went 
dealer helps. - Increase your business by selling ~ 
Simonds Saws. or 

“If you want saws that cut like diamonds, 

Ask for saws that are branded Simonds.” 


Write us for suggestions for increasing your sales. 
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TRADE MARK, 








At the Sign of the 
Winged Greyhound 


The sign-boards hanging over the inn-doors 
along the old coaching routes of England were 
often decorated with paintings of creatures either 
created by the artist’s imagination or mythology. - 


These sign-boards, the Boar's Head, the Unicorn, the Golden 
Stag, the Red Lion, and many another are well known in legend 
and history. 


From these signs the inns derived their names and this is one 
ee 7 and an interesting one in the development of the trade- 
mark. 


In those days an inn was remembered by the sign it displayed, | 
and its growth and reputation was closely linked with the painting 
on the sign-board. 


Along the busy streets of America today, a store is judged 
not so much by the signs it displays, as by the goods it sells. But 
the advertising of the fact that a store sells good saws will never 
do it any harm. 


It certainly won't hurt your reputation to link your name with 
the Sign of the Winged Greyhound—the mark of quality in saws. 


In fact, it will be a big boost to business. 


Geo. H. Bishop &Co. 


LAWRENCEBURG, - - - 
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The Letter Box Bought 


by Particular Home Owners 





B UILDERS and home owners alike have come to realize 
— that “a little thing like a letterbox” can help to make or 
mar the fine dwelling. 

There is an air of refinement about an In-Vu Letter Box 
that seems to “fit right in” with every type of home, frame or 
brick—a mighty important consideration. 

Both sides and front are heavy plate glass. The front door 
swings out for the removal of mail on patented spring hinges. 
A clasp on top holds newspapers securely. Metal parts won’t 
rust. 

We will finish the wood and metal attachments to match any 
special type of door fixtures. 

Write for booklet and discount details. 


The In-Vu Mfg. Company 


Rochester New York 


























Here’s the Sort of Hanger Talk 
to Shoot Across the Counter 


“‘What’s the use of your buying a 
hanger that neither you nor I know 
anything about? 








“I can give you any number of reasons 
why Red Rib Tandem Hangers will do 
everything within the province of barn 
door Hangers. 

“What’s more I’ll stand back of Red 
Ribs myself, because the manufacturer 
asks me to. He isn’t afraid to guarantee 
his product to me, so I’m not afraid to 
do likewise by you. 

“This solid double-grooved tandem 
wheel runs easily on an arched tread— 
as silent in action as a sleeping babe. 

“Look at this Red Rib Track; ribbed 
for strength; enclosed to keep out bird 
and storm. And this adjustable fea- 
ture!” 

This to you, Mr. Dealer. May we arm 
you with more sales talk? 


SAFETY DOOR 
HANGER CO. 


ASHLAND OHIO 
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Largest Stock and Greatest Assortment 


American Screw Co. 


PROVIDENCE, R. I. 
Western Depot: 69 East Lake Street, Chicago, Illinois 















































” SCREWS. 


Weare manufacturers— 
that is our business. Quality 
is our aim. We-carry in stock 
a full line Iron, Brass and Bronze 
Screws. Try our make. Be convinced 
that Bridgeport Screws are the best. 








Write for price lists and _ discounts. 


Bridgeport Screw Company 


BRIDGEPORT, CONN. 


Grasses seats sais ee ty 
; SEES HERR NS 
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THE “MARSHALLTOWN” 





. bs 6 os 

+ sec arene et tn em meena daa 
a a hie eID Cite ee ee Ge —_— s 
fe Pi 
ene 








The best Trowels ever made. They have merit 
points that no other Trowels have or claim to 
have. Brick Pointing and Plastering. 





WRITE FOR OUR NEW CATALOG 


MARSHALLTOWN TROWEL CO. 


ORIGINATORS 
Made in U. S. A. MARSHALLTOWN, IOWA 




















ee Ponto The Most Scientifically 


Constructed Ventilators 


On the Market 


The volume of ventilation can be nicely regulated by 
increasing or lessening the open spaces between 
the sections. Sizes up to 36 x 48 inches. 




















No. 770 





Especially Adapted for “MILWAUKEE” VENTILATOR 
Moving Picture Theatres 
‘ : NUS 
NUG@Iig VENTILATOR Bia 
“Milwaukee” 
Ventilators 
Can be Fur- 


nished with 
Either 
Steel or 


Glass Top 














WE CAN MAKE PROMPT SHIPMENTS 


Ne. 76 MILWAUKEE CORRUGATING CO. 


Interior view showing course of Air 
Currents 








BRANCH AT KANSAS CITY, MO. MILWAUKEE, WIS. 
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Investigate 


3 INLAN Dose OPEN HEARTH 
Painte ROOFING 


and SIDING 


Heavy Painted Steel Roofing} and Siding is now much cheaper 
and, when properly repainted, lasts longer than light ,alvanized 


INLAND ROOFING— Inland Corrugated Sheets 















Inland Pressed Brick and Rock Face Sid- You will make a life-long friend 
ing—all Inland Sheet Steel products — are of every farmer or other customer 
made by the basic open hearth process— whom you persuade under the 
a process that drives off the sulphur and conditions existing in the spelter 
other impurities — and forms a steel havin}, market today to buy Heavy Paint- 
great lastin}, qualities. ed Inland Roofing, Siding, etc., 


instead of the light galvanized. 


This steel in itself— because of its purity and if you induce all such customers to re- 
—resists corrosion to a marked degree, and paint about every two years, you will not 
our method of painting, and quality of paint only insure the life of the steel, but will sell 
used Bive it an excellent protective coating. the paint. 


Let Us Tell You More About This 


INLAND STEEL COMPANY 


First National Bank Bl x. ore 4 
Works Indiana Harbor, Ind. and 
Branch Offices- SLLOUIS-ST.PAUL- deenetonneer tem _ oon 








“Crescent” Roasters 


will appeal to your trade. 

Made in Seveh (7) Sizes 

With or Without Bottom Racks 
With or Without Interlocking Handles 


Nos. 08 and 8 — 616x 914x4% in. 
Nos. 0816 and 8144— 8 x12 x6 in. 
Nos. 09 and 9 —9 x14 x7 im. 


Nos. 010* and 10 —10 x15 x7 in. 
Nos. 010% and 101446—10146x15%x8 in. 
Nos. 011 and 11 -—11—x16%x8 in. 
Nos. 012 and12 —13—x18 x8 in. 


Self-basting, Self-browning, Non-burning. Ventilated 
—Safe. Sizes to suit any family. Prices so low that 
they may be used as “Leaders” and still make a profit. 





Sheet Steel Roasters properly formed, fully wired. Net prices gladly quoted by nearest office. 
Approved by Good Housekeeping Institute. Certificate 
No. 331. The “‘O” numbers have no dripping racks. 


WHEELING CORRUGATING COMPANY. WHEELING W.Va. 


BRANCH OFFICES AND STORES: 
NEW YORK CHICAGO PHILADELPHIA 


ST. LOUIS KANSAS CITY CHATTANOOGA 
Also Sales Offices—Dallas, Tex.; Detroit, Mich.; Minneapolis, Minn.; Portsmouth, O.; Richmond, Va. 
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Sleeth 
Steel 
Flexible 
Mats 


Four-Fold 
at the 
Joints 





_ Sleeth Mats are made of best galvanized material, in any and all shapes and 

sizes for every requirement. 

They form perfect scrapers, and can be reversed after long service—making 
two mats in one. 

Flexibility of construction—the ability to conform to uneven spots—is attained 
at no loss of strength, by means of our four-fold construction at the joints. 

They are sure sellers wherever the old-fashioned germ-harboring jute, brush 
or rubber mat is in general use. 

Get full information—it will pay you. 


WAYNE MFG. CO., 354 Mulberry Street, Newark, N. J. 

















Royal Worcester Brand 
Wire Cloths —_,, 





, 
— 





2x 2 Mesh 


Royal Worcester galvanized 
hardware grades from regular to 
heavy. It is galvanized after 
weaving by our special process. 

Woven of evenly tempered 
wire in smooth and regular 
meshes. Carefully inspected for 
flaws. 

Made in all styles and weights. 
A large and varied stock is on 
hand at all times for quick 
delivery. 

Special cloths made to order. 





Worcester, Mass. 





6 x 6 Mesh 


Wright Wire Company 


Boston New York Philadelphia Chicago San Francisco 


3x 3 Mesh 


Some of the. Uses for 
Galvanized Wire Cloth 


Foundry Riddles, Cotton Gins, Car- 
pet and Rag Cleaners. Factory, 
Basement, Schoolhouse and Church 
Window Guards. Skylight and Hot 
House Glass Protection. Tree Guards 
and Animal Cages. Ash Sifters, 
Chicken Coops. Boiler Covering. 
Lining Corn Cribs. Dividing Fish 
Ponds. Covering Ventilators, Sky- 
lights and Wool Dryers. Cold Air 
Ducts, Fruit Drying, Threshing and 
Fanning Mills. Wire Lathing. 





4x 4 Mesh 
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Brass Bound 


Price 
Cards 


lime Savers 
Energy Savers 
Money Savers 











HERE are nine 











styles, all with ‘5, GOONS 
heavy cardboard we help him Led m mov- | 
body, linen bond | ing. We back him up ‘with | 


facing and brass | *Carborundum advertising— | 


edging for protec- window material, display cases, 
| ' and the influence of our mem- 








tion. 10 per cent. 

discount on orders _| bership in the Rice Leaders 

aw © dees celia *. of the World Association, ’ 

sa shor in A Carbofundum stock is the stock that 
send for descriptive | Sitonenc tind. theater: Coabieinaieale 
circular and sample stone for every sharp- a SS 
and Ging: fehpooe. = a 





Send for tidlen: dis- 


Hardware Age 
Book Dept. 


239 West Thirty-ninth Street 
New York 




































22 HARDWARE AGE August 26, 1915 
ATER RN 













MUNI 





LM 


HUVEC ARTIS OHH UL 





| i} 


o + bre Fe . + om Sys 
Sonnet gay ee, Ret ae eb emnene Py 


HHH) 


= 
- 
—— ee 


Our Sink Strainer enameled all over is easily kept clean and free 
: from odors. It has no grooves or crevices to catch the filth common to 
= all sinks. It fits snugly in the corner and does not mar the sink enamel. 
= Flies can't breed in Vollrath Sink Strainer. 


We recommend a trial for your summer trade—THEY SELL. 


THE VOLLRATH COMPANY 
New York SHEBOYGAN, WIS. Chicago 
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Don’t Argue With a 
Woman 


i: STEAD of trying to convince Mrs. House- 






wife that she should buy this or that washer 

let her draw her own conclusions in the 
Maytag way. Allow her thirty days in which to 
test the true worth of our 


Maytag Power 
or Electric Washer 


with Patent quick release swinging wringer. 








Give her to understand that the offer is absolutely free; 
she is obligated in no way. Let her determine whether 
or not the Maytag can manage a heavy family wash 
more quickly, easier, and cheaper than she is accus- 
tomed to having it done. Tell her about the Maytag 
guarantee. If this test proves unsatisfactory her pur- 
chase price will be cheerfully refunded. 















Is that fair enough for her? Is that enough protec- 
tion for you? 

















The Maytag Company 


Station ‘‘A’’ Newton, Iowa 
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4 Blade Machine 


_— They’re Making $7.00, $8.00 


6 Blade Machine 


$185.00 and $10.00 a Day 


12 Blade Machine 


$250.00 H. Bakalar & Co. reports making $10.00 to $12.00 a “os. 
Metropolitan Razor Sharpening Co., $8.00 to $9.00 a day. A. 
18 Blade Machine reports $7.00 to $8.00 a day. A. Bakalar reports $6.00 to $7.00 a day. 


$350.00 You can do as well. Resharpening Safety Razor Blades is a 


most profitable business. 


24 Blade Machine 


00 week’s salary in 2 days. 


for Razors, Clippers, 
Scissors and 1 Safety 
Blade, $60.00 


Instalments if 


you like. 48 FRANKLIN ST. 


Buy a Hatfield and get in the game—Mr. Clerk—and make a 


Razor Blades are here to stay. 


The Hatfield sharpens Safety and Jack Razors, all makes—scis- 
The Hatfield Midget sors—shears—knives—and other small edged tools perfectly. 


Write for catalogue and full information. 


HYFIELD MFG. CO. 





NEW YORK, N. Y. 














HELLER’S 


PIVOT DOOR CABINETS 








SEND FOR CATALOG No. 24 


showing the largest assortment of 
Hardware, Shelving, Fixtures, etc., in 


the United States. 


W. C. HELLER CO. 


MONTPELIER - - . OHIO 





OVERSOLD 


—_—_——— SS 
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Some of our customers have doubled their 
orders for 


ALLEN’ 


SOLE LEATHER 


STRIP 


and tell us even then they fear being oversold. 
They state this is unusual, It perhaps is unusual ; 
but it also is consistent, for “Allen’s Strip” 1s 


An Unusual Strip _ 


—IEE ee ee eee eee ee ee ee SS eee 





Send for sample and name of nearest jobber 


N.R. ALLEN’S SONS CO. 


Department A, KENOSHA, WIS. 
s 





When better sole leather strips CAN 
be made ALLEN’S will make them. 
































MILBRADT 
LADDERS 


will pay for themselves in a short time by enabling 
you to wait on more trade, save the wear and tear 
on your fixtures and goods, as well as bring the 
appearance of your store up to date. 


Write for catalogue showing a large number of 
styles suitable for all kinds of shelving. 


MILBRADT MFG. COMPANY, 2410 N. 10th St., St. Louis, Mo. 
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Three Blades 
for a Dime 


The Boston Razor, itself re- 
tailing at ten cents, with three 
blades for a dime, meets the 
demands of a certain class of 
customer whose wants you 
cannot ignore. 





It gives the man who cannot 
afford a higher priced outfit, 
satisfactory shaving service at 
a very small cost. 


Boston Razor Blades are 
carefully made from a special 
steel; every one tempered and 
hair tested. 


Three blades for a dime is 
the popular price. Be you 
wholesaler or retailer, ask for 
our proposition. 


Factory Sales Co. 


120 Broadway, New York City 
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Size of cut 1 Inch to 4 


Parker’s 


National Side Mill 


An easily attached, out of the way, 
Coffee Mill. Made with detachable re- 
ceptacle for the ground coffee and a 
conveniently adjusted thumb screw in 
front. 


All iron construction—very durable. 
A quick, steady selling Mill the whole 
year ‘round. 


Send for Parker’s Special Catalog of 
Coffee, Drug and Spice Mills. 


The Chas. Parker Company 


New York Salesrooms Factories 
32 Warren St. Meriden, Conn. 








The ATLAS | 
Fly Swatter 








ae 





This Style 


pOSOnS 50: 


Retails for Five Cents 


Fly Swatters will sell faster than ever: 
the coming season. Fly Swatting Crusades 
in nearly every town. So will 

the Atlas; the best value ever offered in a 
Fly Swatter to sell at 5 cents. See cut. It’s 
made of the best wire cloth with a copper 
finished handle. Neat, flexible, and much 
stronger than other 5-ct. swatters—lasts 
longer. The tri lar fold permits en- 
closing your ad if desired—a clever idea. 


We aleo make the “Atlas” in a 10-ct. style 
and it’s a “killing beauty.” Watch for our 
next ad. Place stock orders now. We'll 
cheerfully quote Prices and Terms. 


Atlas Manufacturing Co. 


New Haven, Conn. 











Getting the 
Right Line 


HERE are a num- 
= ber of salesmen 

who wish to carry 
a side line— but what 
line, that is the all- 
important question. A 
small advertisement in 
the Opportunity Ex- 
change Department 
paves the way to get in 
touch with many firms 
who require such men. 
The cost is small com- 
pared with results. 


50 words, $1.00 
That’s all. 


Opportunity Exchange 
HARDWARE AGE 
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TWO GOOD SELLERS 
SCHROETER’S No. 720 


‘“HOME” NUT CRACKER 


With the WORM-DRIVE 


*“*A LITTLE GIANT FOR STRENGTH” 


Cracks nuts without crushing the kernel. 
Requires no preliminary adjustment. 
Cracks small or large nuts. 
Durable and compact. 
— Movement of jaws is obtained by 
ini isis: downward pressure of lever, oper- 
ating the worm. 
PECANS can be cracked so 
that the kernel can be ex- 
tracted whole or in halves. 
- Jaws are cupped to hold nut 
in position. 
‘ A childjcan operate the 
ae y/ = “‘Home”’ Nut Cracker 
a f 4 with ease: Is made of 
a I the best grade of Mal- 
leable Iron. Finish 
smooth in Satin 
be fet Nickel. 
ht over all not in- 
ae lever, 6 ins. 
Total weight of Nut 
=== |\Cracker, including 
=/ cardboard box,1% Ibs. 























SCHROETER’S No. 100 


POTATO GRATER 


Will Grate Perfectly, Easily 
and Satisfactorily 


Horseradish, Cocoanuts, Potatoes, 
Cheese, Bread, Crackers, Turnips 
and Vegetables of all kinds. 

This Grater is being sold to Hotels, Meat 
Markets, Lunch Stands, Restaurants, 
Bakeries, Confectioneries and Private 
Families. 

It sells ata REASON ABLE PRICE within 
reach of all. 

We manufacture seven other sizes. 

If interested, write for prices and catalogue. 








Manufacturers and Patentees 


SCHROETER BROS. HDW. CO. 


MFG. DEPT. 
717 & 719 Washington Ave. St.Louis, Mo., U.S. A. 
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Horse-Shoe Brand 
Wringers 


Warranted as to quality 


Warranted to give satisfaction 
Warranted as to price 











Plain 
Bearings 
and 
Steel Ball 
Bearings 


Enclosed 
Cog 
Wheels 





Plain Bearings Steel Ball Bearings Size of Rolls 
40E No. 360E 10x1 inches 


No. 341E No. 361E lixil inches 
WE MAKE THE LARGEST VARIETY OF 
WRINGERS IN THE WORLD 


Send for our new Price List 


The American Wringer Co. 
NEW YORK CITY, U. S. A. 

















We make special Steel Gem Casters for hard- 
wood floors, with feltoid, leather, vulcanized fibre 
wheels, etc. 

They are all built of steel. In strength, quality 
on 3 workmanship equal to highest Schenck stand- 
ar 
| Smallest caster carries 1,000 pounds on smooth 
floor, which it will not scratch. 

Write for our colored catalog. 


M. B. SCHENCK CO. 


MERIDEN, CONN. 














Study These Ideal Sad Iron Conditions 
IDEAL Why? 


On top of them all— os ne a 
NEEDLE - POINT 
IRON. 

2nd. It produces bet- 


ter combustion than 
any other iron made. 


3rd. It is the sim- 
plest iron made. 


4th. It is the most 
attractive iron made. 


5th. It will last six 
to ten times longer 
than any — point 
iron on earth 


6th, We sell it 
through dealers only. 


7th. We guarantee it 
to give satisfaction. 


8th. But four years 
old, yet 100,000 more- 
than- satisfied users. 


ca a ;, is the iron 
at w stand your 
test. 7 


10th. Absolutely safe 
and reliable. A child 
can operate it. 


11th. The iron is 
always clean. Can be 
used anywhere. 


12th. Write us for 
prices or ask your 


jobber 


There are One Million worn-out needle-point sad irons in scrap pile 
NEW FEATURE 


An absolutely gastight metal cap on tank—no packing of any kind 
used—the only one of its kind. 


The Ideal Sad Iron Mfg. Co. 
Cleveland, Ohio 


Made in Canada by 
The Taylor-Forbes Co., Guelph, Ont. 
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: No. 231, % In. 
No. 232, % In. } 
No. 234, 13% In. Special Washer. No. 233, 1 In. 


SLOTTED SCREW TIPS 


This slotted screw Tip has been made principally to satisfy a demand for a cheaper 
grade of Tip. A Special Washer has been constructed so as to prevent the rubber 
head from pulling off. Write for full information. 


ELASTIC TIP CO. 370 Atlantic Ave., Boston, Mass. 
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Your Reputation 


OR quality depends partly 
on your persistence in 
mentioning it. To assume that 





TEE 2 
THE BEST 


in. WIRE HARDWARE £4 everyone knows the merit of 
sp oeecon y your goods will make you miss 

Our Illustrated Qtal oque a the bigger and richer market. 
describes over 44,0 (articles Long after YOU think your case 
of . is understood there will still be need 
WIRE HARDWARE &. for telling your story. What seems 


KITCHEN WIRE HARDWARE Bae old to you is just dawning on the 
atWIRE SPECIAITIES i ) minds of some others—or they may 


never have had need of you before. 

Have You A Copy? 4 Everlasting repetition brings the big 

A-> Postal will results. 

. — Readers of HARDWARE AGE 
are on the alert for money-making 

merchandise. Why not let them 

know about yours? 


THE WIRE GOODS COMPANY 


WORCESTER. MASSACHUSETTS. 
U.S.A. R Let us tell you how to use our 


pages advantageously. 
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239 W. 39th Street, New York 






































SAND PAPER FLINT PAPER EMERY CLOIM 


IN REAMS AND ROLLS GARNET PAPER AND EMERY PAPER 


lake no risk om the Quali” 
i “dh hans ol, the Bob 
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STANLEY JOINT FASTENERS 


FOR MAKING STRONG 
AND TIGHT JOINTS 
IN WOOD WORK 





PACKED TO MEET DEMANDS 
100 to box. 500 and 1000 to box. 
And in bulk 


The Stanley Works 


NEW BRITAIN, CONN. 


New York Chicago 











No. 3300, Plain Edge See our full page advertisement on No. 3315—Saw Edge 
Parallel Corrugations page 69 Parallel Corrugations 100 Lafayette Street 73 E. Lake Street 

















A Wonderful Combination 


‘Yankee’ Vise No. 1993 1 Lo 
In Riveting 


WITH SWIVEL BASE 


A Great LITTLE VISE 
for a BIG LOT of WORK 





Speed: 


One rivet per sec- 
ond. 


Uniformity: 
each rivet headed 
with same degree 
of tightness or 


looseness as de- 
sired. 


Finish: 
perfectly formed 


rivet heads, highly 
polished surface, 





An entirely new feature in vises, quickly appre- 
ciated by Tool Makers, Machinists, Electricians, 


Amateurs and all users of high grade labor saving 
tools. 
Quickly detached from swivel base by the turn of 
a set screw, and being accurately machined all 
over can be used in any position as a jig for spe- 
cial work on drill press, shaper, etc. 
Holds work rigid at any angle with use of the 
special grooved block. 
The swivel base is easily and firmly locked and 
released in any position by a short movement of 
lever at the side. 

Your Dealer will supply you. 

Send for descriptive circular. 


NORTH BROS. MFG. COMPANY 
PHILADELPHIA, PA. 














no hammer or tool 
marks shown. 


GRANT NOISE- 
LESS RIVET 
SPINNING MA- 
CHINES, are the 
only machines 
built that will ac- 
complish the 
above. 


Catalog 


The Grant Mfg. & Machine Co. 


B’ Station, Bridgeport, Conn. 











Here’s a vise possessing all the strength of the old-fash- 
ioned vise combined with a quick adjusting feature that in- 
sures speedy work wherever the vise is used. 

To set this vise the front jaw is lifted, slid to approximate 
adjustment, then dropped back in place and gripped tight by 
a single turn of the screw. It’s very simple, speedy and 
strong. There is no intricate mechanism involved. 

“Simpson” Vises are made of the best vise steel, with check 
or smooth faced tempered jaws. They are dependable in 
every respect—fully guaranteed against defects and breakage 
under ordinary use and conditions. 

Our Catalog No. 31 will aid you in selecting a suitable 


Athol Machine Co., Athol, Mass. 





Simpson Quick Acting Vise 


A 


ATHOL MACHINE CO 
ATHOL MASS.U.S 
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Chains—All Kinds 


STEEL, BRASS, COPPER 


Our Chains are made from HIGH GRADE 
material by AUTOMATIC MACHINERY, 
rivet heads SPUN, making a very SMOOTH 
finish, which will prevent chains interfering 
when hung side by side. Capacity of chain 
plant, 30 MILES PER DAY. We carry a 
large stock and can make PROMPT ship- 
ments. Send for Catalogue. 


THE SMITH & EGGE MFG. CO. 
BRIDGEPORT, CONN.., U. S. A. 












































The Cream of the 


Hammer patented malleable iron hand Tool Grinder Business 


lamps represent the best value on the mar- 
ket. They will prove a profitable item in 
your store. 


The Clamp is strong— built like an I- 
beam. Quick-action screw, universal- 








The line with a reputation is always the 
easiest seller. You'll find that doubly true in 
tool grinders, for the 
















Grinder to meet the needs 
of every tool user. Mod- 
y ern improvements, special 
attachments, effective 
selling helps—everything 
you need to get the cream 
of the trade. Get posted 
on our proposition at 
once. Liberal profits to 
dealers. 


Luther Grinder Mfg. Co. 


501 Point Street 
Milwaukee, Wis. 


jointed face plate. Great seller. Luther (America’s pioneer 
Hammer goods include many Specialties tool sharpener line) out- 
of Malleable Iron, including: Adjustable sells all others four to one. 
ee — ng Hanging Lamps, DIMO 
ne . » et “- 
a a acca Luther crit 
rite. . 
Tool Grinders 
Hammer & Co., Branford, Conn. There is a Lather 

















BLACK DIAMOND FILE WORKS 


ESTABLISHED 1863 nok MAR, {NCORPORATED 1895 








Twelve Medals of Special Grand Prize 


Award at 
xOLD MEDAL 
INTERNATIONAL gi , A 
Expositions tlanta, 1895 


Copy of Catalogue will be sent free to any interested File User upon application. 


G. & H. BARNETT COMPANY Philadelphia, Pa. 


Owned and Operated by Nicholson File Co. | 
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ACME “DOUBLEDGE” BOX STRAPPING 


SELF MEASURING—MARKED EVERY 12 INCHES 








eel 


The crossed ribs prevent nails from slipping; also help to tighten 
strapping on case. Made in four sizes, %, 2, 5%, %4 inches. 





ANY 
STRAPPING Double 
DOUBLE Coiled 
COILED 


Strapping 
ON ORDER " 

















“None 


Advertising - Better” 


“Advertising is the educa- 
tion of the public as to who 
you are, where you are, and 
what you have to offer in 
the way of skill, talent or 





For You 





commodity. The only man and Your Trade 
who should not advertise is When your customer desires this 
, particular style of hanger, there’s none 

the man who has nothing better you can give him. An excep- 
: tionally strong and _ easy - running 

to offer the world in the hanger. Will give the owner real 
: i d cau u “come-back” em- 

way of commodity or serv- barrassments. Ww eels are covered with 
: ooc and are equi wi roller Dearings. 
ice.” —Elbert Hubbard. _ Why not suey Sent stock of None Better 


Hangers and Track now? Write for cir- 
culars H and T. 


See page 31. 


McKinney Mfg. Co. 


PITTSBURGH, PA. 























WANTED—% 


7 
A Hardware Firm in Your City To Sell Our af 6 ae 
New Improved Fireplace Dampers and #4 ra » 
Other Fixtures. 7 & “ae 
@ Contractors say this is the strongest and most convenient Pr “ 
Dome Damper made. @ Our new Catalog No. 1525 is ? > 
ready to send out. It shows a nice assortment of 7 <r > 
Dome Dampers, Clean Out Doors, Ash Trap Doors, ws ra 
Cast Chimney Thimbles, Brass Thresholds, yA ™ & 
Andirons, Fire Baskets, Fire Sets, Fire §£ »O*” 
Screens, Spark Guards and Gas Log. ff © s 


* > 

STOVER MFG. CO. Soh Tp an Gian Oe Dose 2 $*, $ 
now during the buildi 5 

710 East St., Freeport, Ill. @ send for catalog today. Od a yw 


Y 4 2 
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Retailers! 








This is the sidewalk ice chopper that the City of Buffalo uses exclusively. Built just like 
a chisel, laid steel, hickory handle—sells on sight. Something different than the other fellows have. 
You know what that means. Time to order NOW. 


Write your Jobber for prices and descriptions. Do it to-day. Orders for Fall ship- 
ments should be placed now. 


THE L. & I. J. WHITE CO. 65 Columbia St., Buffalo, N. Y. 














og 0100. HEAr TEENY Sereen Door Sets 
%G art 
Whitaker Products 


Whitaker products are Open Hearth 
Steel known as Whitaker Brand; Ohio 


Metal, the Copper-Bearing steel; and 
Portsmouth Iron, the rust-resisting Iron 
of proven value— 


\\s 


OP AUD MMAQDOOOVAASHOOATUIEDNOQUAUOUUOONYVONEROUEGEATINAN 











Made in Two Sizes 
245 and 3 Inch 


All three having reputations for highest 
quality among most discriminating buyers 
of Billets, Slabs, Blue Annealed Sheets, 
Galvanized and Painted Sheets and Roof- 
ings, in which Whitaker products are 
furnished. 


Whitaker- 
Glessner 
Company 


Portsmouth Works: 
Portsmouth, Ohio 








Packed Complete with Screws 
One Set to the Box 


Finished in Japan, Dull Brass 
or Old Copper 


MORGAN SPRING COMPANY 
No. 1 Bond Street 
WORCESTER, MASS. | 
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Tubular Rivets and Bifurcated Rivet 
sees TUN TT YT i 


= Box. 12 Boxes to Carton 


ASA WITITIly 


SLOTTED CLINCH AND TUBULAR RIVETS FOR MANUFACTURERS 


AUTOMATIC MACHINES FOR SETTING TUBULAR 
OUTSIDE PRONG AND SLOTTED CLINCH RIVETS 


JUDSON L. THOMSON MFG. CO., Waltham, Mass. 








CARTON ASSORTED RIVETS Chicago Branch: 316 North Michigan Ave. 
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Increased Profits 


on Sash Cords 


Our “ALBA” and “STAR” Brand Sash 

Cords make quick sales, satisfied cus- 

tomers and MONEY FOR YOU—and 

oid will back up your statements every 
me. 





Stand more strain than heavier cords 
and work freely. 


The quality is there—the prices are low 
because these cords are made for wear 
and have no spots or fancy frills that 
increase manufacturing cost and add 
nothing to their strength. 


We will be glad to send you prices and 
samples—write now. 






“ALBA” 


7 ae : Notun — “STAR” 
LS Ee = 








ESTES MILLS 


FALL RIVER, MASS. 


CLOTHES LINES SASH CORDS 
MOPS 


WICKING MACHINERY WASTE 


BS ON Teas 
SrA hbase | 
ePAAAS The 


AV 
. 


en 
ce 
‘ier 






eh . ne 
¢ 
PN 


eek 

3 hy be et: 
WO Ye 
i coal 7) 


* 
by 
we 


ihsy) 
Sa 
* 2 


f 
ln 2 Sr" Deel Sepp St ress 
Swe i ae Ferrey any 

3 2 te ‘ ~ 


: 
\ 


BESS 
x 
thAS 


Bolts 
|} {| Nuts 
= 1 Rivets 
T1¥.| Washers 
Picks 


Mattocks 


and 
Grub Hoes 


Crow Bars 
Wedges 
Forgings 


Telephone and 
Telegraph Pole 
Line Hardware 


Wagon Hard- 


P! 
Pe 
yin 

PON 





St CAETE Sates 
See 

, Sw, 

; se 
te FATE. 


7 
y 





HR 


M 
3 
x 


ai 
“eel at 
or eirs 


¥ 
‘ 
‘t 


% Pltet> 
me 
, 


rh 9 


het ee 
- 3‘ - oe 


RTO 
SRE aN 


« 
» 





Paty 
ter 


2 





y3 
Re 
oak 





._ 


ty) at 
She 


Se 
“F 






4 


Lee Y 
Seal 
Adak 3 
Sees 


ay 
esis 


»i 





ATRRS 
4 


sy 





of 
MY MT 
TAPS 


Lak 


Se rt “ 
ce 


ie nee 


‘* 


Ta 





a 


Dy 
‘ 
uy 


JE 
es ; 


tr 





A 





sS 
& Hh 






Shor 
ee 


Mey 
iv 









REVAS 











Talk About Service! 


When customers step in and ask for steel mats, 
don't let their interest lag; don’t say “Just a min- 
ute, please."” Instead, hand them Glen Steel Mats 
right off the shelf. These mats are packed in sep- 
arate cartons so that you can give your customers 
quick service and thus win their Good Will. 


Better write for prices and full information—we 
have some interesting reading for you. Ask for 


Circular C. 
SEE PAGE 29 


McKinney Mfg. Co. 


Pittsburgh, Penna. 























Samson 


and 
Bull Dog 
WELDLESS WIRE 


HOT GALVANIZED 
AFTER MAKING 


* Rust Proof and 
Very Strong 





Five Sizes in the Sam- 
son and Ten in the 
Bull Dog 


100 FT. CARTONS 
250 FT. REELS 


Write for Prices, Catalog 
and Samples 


The Cleveland 
Galvanizing Works 
Company 
CLEVELAND :: 





DISTRICT SALES OFFICES 
...-84 to 86 Se ST. 
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No. 170 








No. 170 NEY Carrier 


Lightest draft Fork Carrier made. 7-in. Roller 
Bearing Sheaves. Wide mouth permits the lift- 
ing pulley to carry near track. Made extra 
strong. Big seller. Good profit. 


We make the largest line of Haying Tools in 
the world. Send for New Catalog. 


The Ney Mfg. Company 
Canton, Ohio 














Another Example of 
Ludlow-Saylor Quality 





Our line of window 
screen cloths has been com- 
mended for its complete- 
ness and unexcelled quality, 


item for item. 


Others are finding this 
absolutely true and_ the 
numbers are _ increasing 


yearly. 


Ask your jobber for 


Ludlow-Saylor screenings. 


Ludlow-Saylor 
Wire Company 


St. Louis, Mo. 














“EL-WEL-CO.-TI” 


(electric welded cow tie) 


Is the best cow tie on the market 
—is superior in weld, appear- 
ance and strength—and is guar- 
anteed not to break. Made in 
Ohio Pattern, two toggles, 
straight link, any length. 

Note the difference between our 
toggles and those offered as “just 
as good.” 

Made full size to gauge— if 
marked 2/0 or 3/0, you may be 
sure that’s what they are. You 
will not get a size smaller as in 
some other makes. 


Sold by all jobbers, but for 
your own protection insist on 
“EL-WEL-CO-TI”’; refuse to 
accept substitutes. 


STANDARD CHAIN CO. 


Pittsburgh 




















The Skate With the 


Extension Sole Plate 


Don’t think for a minute that Conron Ice Skates are 
“just the ordinary kind.” 

They offer more selling points; their blades are tougher, 
harder, more flexible and better tempered than any ever 
offered the trade. 

And in addition to this Conron Ice Skates embody an 
important extension feature which is capable of making 
sales all by itself. 


The sole plate is adjustable along the runner blade to fit any size shoe, boy’s or man’s. Skates come in two sizes— 
10” and 12”—to cover the range. The tightening of two nuts clamps the sole plate rigidly to the runner. 


Tell your jobber what we've told you. 


The Conron-McNeal Company, 


KOKOMO, INDIANA 
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“W & B LAWN MOWERS 
Plain and Ball Bearing 


We manufacture Lawn Mowers to meet the 
demands of all classes of consumers. 

Their superior Cutting Qualities, Handsome 
Finish and Durability make friends for Hard- 
ware Merchants. 

Send for catalog and literature showing the line in colors 


THE WHITMAN & BARNES MANUFACTURING COMPANY 


Established 61 Years 


GENERAL OFFICES 3 AKRON, OHIO 


New York Office and Store, 64 Reade Street. Canadian Factory and Office, St. Catharines, Ontario. 































Competition forbids increas- F. O r P ump ing 


ing profits by raising prices, 
but it doesn’t forbid increas- 2 f 
ing sales by selling a_ bet- (. [ 

ter line. More sales mean a S O rn e * 
bigger profits—you give 
more and get more when 
you sell 


AUTOMOBILE OWNERS 


will find this to be a safe and econom- 
ical pump for transferring gasoline 
from tank toauto. This plunger pump 
has a capacity of 4-gallons per minute. 
Brass Cylinder; safety locking device; 
Brass Cock. 


CLLTEMUN 
Pumps 


















Are made in other styles for use in 
public and private garages. Good de- 
mand for pumps of this type. 





Made a little different— 
a little better than others, 
cost no more, sell easier and 
oftener. Our catalog shows 
a long line of profit makers 
—pumps of special design 
construction and _  adapta- 
bility. 


If interested in pumping outfits for 
any ‘requirements, secure our litera- 
ture FIRST. 





The Deming Company 
Salem, Ohio 











Ss GALVA ,ILL. Harris Pump & Supply Co., Pittsburgh 























ee 





The Popular Syracuse Garden Barrow | 


In addition to being the Strongest, this is eee — 


the handsomest Barrow on the Market. 
No, 141 Medium with Wood Wheel 







No. 151 Medium with Steel Wheel 
No, 142 Large with Wood Wheel 

No. 152 Large with Steel Wheel 

No. 143 Extra Large with Wood Wheel 
No. 153 Extra Large with Steel Wheel 


Handles, legs and wheel are painted red. Sides 
and front olive. Handsomely striped and orna- 
mented. All well coated with a durable varnish. 

Frame is well made of seasoned ash with three cross-bars 
mortised into the handles. Bottom boards are set into the rear 
cross-bar, which prevents splitting at the ends. one trongly braced 
throughout. Furnished with springs when desi 


Syracuse Chilled Plow Co., Syracuse, N. ¥., U. S. A. 
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Leisure reading that means 
more dollars when you work 


A knowledge of the big problems 
of business, put into a very com- 
prehensive and readable style, 
helps you in finding easier and 
quicker ways of overcoming them. 
That’s what Frank Farrington 
does in these two books. You will 
like the way his mind works. The 
wide scope of his experience, the 
accuracy of his statements and his 
knowledge of human nature all 
combine to make them volumes that will be read not only for the enter- 
tainment they afford but for their practical worth in the conduct of a retail 
store. The busy man will appreciate these books for another reason; they 
are written in concise form and he may start reading anywhere and find that 
particular chapter complete in itself, and depending in no wise upon those 
which precede or follow. Although *‘ he fails to read every one of them he 
is depriving himself of a privilege. 


Retail Advertising 


“Retail Advertising Complete’ covers 
with a comprehensive grasp such subjects 
as newspaper advertising, how to get up 
the ads., many representative samples be- 
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Store Management | 


In ‘‘ Store Management Complete,’’ which is well 
illustrated, the author gives a clear and concise 
picture of the kind of man, physically and men- 
tally, that the successful merchant should be; the 
writer’s experience has taught him that one kind of 














ing presented. A chapter is given to win- 
dow advertising and the subject of novel- 
ties is thoroughly discussed; that important 
part of advertising which is done inside 
the store is in no manner overlooked, 
while equal attention is given to outside 
advertising, such as bill posting and other means of 
reaching outlying districts; advertising direct by mail 
and mail order opportunities and advantages are 
gone into carefully; special sales as business getters 
and some features that make them successful are pre- 
sented’in a convincing manner. In short, this book 
is the common sense psychology of advertising. 


266 Pages, 5 x7 inches, Cloth 
Price $1.00 Delivered 





Both Volumes $1.90 Postpaid 


personality is most desirable and he tells you about 
this. In a chapter on ‘‘Where to Start’’ the advan- 
tages of various locations are discussed ; how to make 
the most of a poor one and the desirable side of the 
street. ‘‘Store Arrangement’’ dips to the bottom in 
such subjects as making entrance easy, best arrange- 
ment of windows; how to plan the lighting, heat and 
ventilation ; utilizing waste space and systems of 
storing extra stock. 

An interesting chapter on ‘‘ Clerk Management’’ 
brings out the advantage of knowing people and how 
to handle them. The other chapters deal with the 
buying end; the store policy; leaks; the store’s neigh- 
bors; workin hours; expenses; the credit business; 
what to sell; premium giving. The man and the 
business; their relation and success, that’s the book. 


252 Pages, 5x7 inches, Cloth 
Price $1.00 Delivered 





Hardware Age Book Department 
231-241 West Thirty-ninth Street, New York 
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The Days Are Growing Shorter 


Short days and long nights are nearly here. Are 
you ready to take advantage of this opportunity 
to increase your sales of 


DIETZ LANTERNS 


Your early rising customers, and those with 
chores awaiting them at night, already appreciate 
the value of a good reliable lantern. What 
time could be better than the present to intro- 
duce the DIETZ “LITTLE WIZARD,” 
‘‘Queen of Cold Blast Lanterns.’’ Remember 
it gives 50% more light than an ordinary lantern 


and the Dietz “‘Cold Blast”’ construction guar- 











DIETZ “LITTLE WIZARD” antees a steady light no matter how hard the 
114 Inches High wind blows. 


NOW is the time to make that Window Display! 


R. FE. DIETZ COMPANY 


Largest Makers of Lanterns in the World 


Founded 1840 NEW YORK, U.S. A. 























“SEE QUR EXHIBIT AT THE PANAMA-PACIFIC EXPOSITION” 


In a Recent Drilling Contest 


there were three competitive drills entered with the “Detroit” QUICK TWIST. 
In a trial through a high speed block the three drills averaged 5 to 6 holes and when 


driven hard and fast all failed. 
The “Detroit” Quick Twist drilled 65 holes and was in good condition when the block 


area was consumed—and Edison representatives on the ground recorded one H.P. less to 
drive it than any of the other three. 






“Detroit” Quick Twist Drills 
are the most talked about shop tool developed during reeent years. Mark 





Mark 
A special shape of flute—an increased angle of twist—and an especially treated steel combine to estab- 


lish a standard of drilling efficiency hitherto unknown. _ 
For further details—and stories of interesting tests—write for “A New ‘Angle’ on an Old Sub- 


ject’—a book of facts for the seller and user of drills. 
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A New ‘‘Angle’”’ On An 

Old Subject — Write 

for your Copy TO- 
DAY 
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Detroit Twist |) 718-730 Fort St., West 
Drill Company — Detroit, Mich. 
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SARGENT 


REG. U. S. PAT. OFF 



































A new Screen Door Check 

| that will prove a great convenience to the householder and a 
i good seller for the hardware dealer 
| 
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N 0 20 The new Sargent Liquid Screen Door Check 
e and Spring that will effectively and quickly 
close any screen door without the slamming and bang- 
Hl ing which annoys the occupants of the house and wears 
| on their nerves. It is suitable for either right- or left-hand 


doors without changing any of the parts and may be easily 
applied by anyone—man, woman or child—who can get 
at the top of the door and drive the four screws; the blue- 
print template packed with each check shows the proper 
position on the door. No regulating is required but the 
arm may be adjusted to suit the door frame. It is a strong, 
sturdy and well-made device, with all working parts 
inclosed, and is finished in gold bronze. 


No. 20 





Operates quickly, keeping out flies. N 20 
Checks surely, preventing the slam-bang. 0. 





Price, in lots of twelve, $1.25 each 





Sargent & Company 


MANUFACTURERS 


| New Haven, Conn. New York Boston Chicago 
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ERE are some of the Myers Pumps 
H fitted with the Myers Glass Valve 
Seat. This nationally famous feature 
and the many other improvements found on 
Myers Pumps are so out of the ordinary 
in the general run of pump construction 
that they naturally attract the attention of ‘ 
anyone who is in need of a new pump for 
his well or cistern. 





muse 
AT TACHMENT 


Whether you live in drilled well territory or 
have driven or dug wells in your vicinity, and 
regardless of depth, nowhere can you find better 
and easier pump service that will meet all the 
demands of your trade than is built into every 
inch of every Myers Pump. 


THE MYERS GLASS VALVE SEAT completely 
hidden from view but of vital importance to oan 
pump service, is used only on Myers Pumps. his 
Seat is made of high grade tough pressed glass with 
the face ground absolutely level, producing a perfect 
valve seat. It is so placed and protected [note illus- 
tration] that breakage or damage is next to impos- 
sible. Glass, unlike iron, will not rust or corrode, 
and does not throw off any mineral substance, thus 
insuring soft and pliable leathers and preventing 
dropping of water which always occurs when the 
leathers become hard and brittle. 









y AIP CHADMRER 6 FEET LONG 





PATENTED 


Other Myers improvements include the Patented 
Cog Gear Head, Adjustable Base, Reversible Siphon 
Spout, Extra Large Air Chambers, Heavy Piston 
Rods, Long Set Lengths, Special Plungers, Etc. 


curler oy Tie MYERS PUMPS with these unusual features are 

—— . equipped with brass or brass lined cylinders in the 

different sizes, and are for operation by hand, wind- 

mill or pumping jack. All styles are Anti-freezing, 
pumping water summer and winter alike. 


To the dealer, MYERS PUMPS mean easy sales 
for the above reasons and increased trade with the 
best class of customers. Our folder, “‘Dealers’ Op- 
portunities in Pump Trade,’’ with copy of complete 
catalog, if you do not already have it, mailed 
promptly on request. 


F.E. MYERS & BRO., Ashland, Ohio 


ASHLAND PUMP AND HAY TOOL WORKS 
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J-M AUTOMOBILE ACCESSORIES 




















| One Firm One Service Quality—Value 
One Guarantee : Three oP ONnsibi lity 
urance of satisfaction J ohns-Manville oosning features 
- suena ne most complete line O insure easy ean senee? f line that of the 
— chile scala mar- — 
went: by a single company: 


JOHNS: 
ANVILLE | 
SERVICE 
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Positive Ignition is 
this Plug’s Specialty 


And positive ig- 
nition is only pos- 
sible in a plug 
that is literally 
soot-proof. For 
this reason thou- 
sands of car own- 
ers specify the 


Pca te OR e 





Carter Carburetor 
Multiple Jet 
' Makes 











sures pertect flexibility. 
Allows you to throttle 
down to 4 miles and 
jump to 40 on high gear. 
Prices, $17.00 to $47.50 








Its Own Merit and Our Guarantee 


Insure a Ready Sale for This Horn 


The only kind of a horn worth 
keeping in your stock is one that 
satishes your trade in quality and 
you in profit. The only kind of horn 
that satisfies your trade is one in 
which the construction and materials 
used are right. 

The Model “J” Long Horn repre- 














Its soot-proof feature makes a 










weakened spark or a short- ency, whe heat actually sents the last word in horn construc- 
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signing that have successfully pro- Johns-Manville steel. All gears are machine cut and 
duced this soot-proof feature have Shock Absorber points of contact are specially 
; al shock hardened. Rain, snow or mud can- 
b xtended to other details, such p Are . : . 
— : : absorber, not interfere with the operating 
as the two-unit construction for easy et aed mechanism. 
disassembling the gas-tight joints casi: y at The simplicity of soumnnarsion and the 
; tached. quality of materials insure the greatest 
an np tae and on scenes Price, pe durabil ae any engine de. ‘ee 
which 1s made of specially tempere 4 pair, pdo-ns ou can offer as a sales clincher our 
. guarantee which positively states, “If any 
porcelain, absolutely unaffected by part of Model ‘J’ Long Horn ever 
changes in temperature. pronee greg we give the pur- 
. : chaser a new horn.” ther horns may 
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Flexible in an 
mergency 


One reason for the popularity of ‘Big 4° Barn 
Door Hangers can be traced to its flexibility. 
Horses oftentimes get a bit frisky inside a barn. 
And first thing you know they shy against the 
barn door. Unless the hangers allow for an 
outward swing, something goes ker-smash— 
either the hangers or the rail. 















“Big 4°° Hangers swing out readily when nec- 
essary, and yet hang perfectly rigid in a normal 
position. This single feature perhaps sells 
more “Big 4 Hangers than all the other 
features combined. 








Nevertheless you should know every good 
point. Use them as supporting arguments. 
Scratch us a request for particulars—now, while 
you think of it. 


National Mfg. Co. 


Sterling -t- Illinois 
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BE A PRICE MAINTAINER 


Another Series of Letters from Hardware Merchants Praising 
Automobile Accessories 


motor accessories which are being received, 

we have reproduced the following, as show- 
ing fully the energetic way in which live hard- 
ware merchants are taking up this line. The sur- 
prising point about the letters is the scarcity of 
complaints. For every merchant who is dissatis- 
fied with automobile accessories and supplies as a 
department of his store, there are at the very least 
ten who have found this line profitable and are 
determined to stick to it. 

Of course automobile supplies are not a road to 
sudden wealth. Any one’s common sense will read- 
ily tell him that. But rightly established, an ac- 
cessory department is a paying proposition, and 
this statement is amply borne out by the accom- 
panying letters. To find accessories a profitable 
venture is merely a question of getting a good start, 
knowing the goods sold—which is not nearly so diffi- 
cult a problem as some merchants believe—right 
buying and avoiding cut prices. 

Too much cannot be said about maintaining 
prices. This is essential. The accessory business, 
perhaps more than any other, has been held back 
by the bane of price-slashing. In New York City 
principally this condition exists. Exclusive acces- 
sory houses in New York have struggled vainly 
against this evil, but up to the present time their 
efforts have been unavailing. A retail accessory 
merchant once made the statement at a dealers’ 
meeting in New York that he could “do business 
on a profit of 24% per cent.” He went broke in six 
months. But, sad to relate, his place was probably 
taken by two or three new concerns of the same 
ilk, and so it goes on ad infinitum. 

This is the bankruptcy path to which price-cut- 
ting surely leads. There is no escape. If you don’t 
get a fair profit out of the goods you sell, you must 
make up the deficit on something else, and this sys- 
tem of “robbing Peter to pay Paul” is the sort of 
complicated account keeping indulged in by the rail- 
roads with such disastrous results. 

Therefore HARDWARE AGE says get into the acces- 
sory business with the least possible delay. Inves- 
tigate the conditions in your city carefully, get a 
list of the car owners, learn about the different 
accessories which motorists need, and start small, 
adding those new items to your stock for which 
there is a demand. But above all be a price main- 


QO: of the steady stream of letters regarding 


tainer. Don’t hurt the whole trade and incidentally - 


yourself, by trying to undersell the other fellow at 
all costs. There is plenty of business to be won 
by salesmanship. If you don’t intend to sell ac- 
cessories at a reasonable profit it is far better for 
you to keep out. 


41 


Automobile Accessories Increase 
Tool Sales 


HAZLETON, PA. 
To the Editor: 


We handle automobile accessories and supplies. 
We are, however, devoting our efforts in this di- 
rection to staple articles, and up to the present time 
have found this department profitable, and per- 
sonally feel that this is really a part of the hard- 
ware store business and a business which belongs 
to hardware dealers. 

We also find that the trade generally believes it 
is more profitable to them to purchase from and 
encourage hardware stores handling automobile ac- 
cessories, as they find that irresponsible garage men 
endeavor to charge two or three times the price 
they should for accessories in the automobile line. 

We expect to add to the line we are now carry- 
ing from time to time, and while we do not have a 
special department at this time, from the way this 
business is growing, we feel that it will be neces- 
sary in the near future to have a special automobile 
man to handle this department of our business. 

We are also pleased to advise that we find that 
our sales of tools especially have largely increased 
since we have put in an automobile accessory line. 

Yours very truly, 
JERE WOODRING & Co. 
A. H. MASON, TREASURER. 


Selling Some Accessories All the 
Time 


NORTH ADAMS, MAss. 
To the Editor: 

We have put in a small stock of articles as we 
have call for such as tools of the different kinds, 
tires, oils and greases, spark plugs, in fact all the 
line there has been any particular call for. We 
are selling some of them all the time and will add 
from time to time such other items as the people 
desire. Very respectfully yours, 

BURLINGAME & DARBYS COMPANY. 


Handles Tires and Tubes 


Hoosick FALLS, N. Y. 
To the Editor: 
We handle casings and tubes but not a line of 
accessories. Yours very truly, 
RIsInG & WORDEN. 
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Hardware Man Can Handle Best 


HOPKINSVILLE, Ky. 
To the Editor: 

We have very recently added a line of automobile 
accessories and supplies. 

Our experience is very limited, of course, but we 
are very much pleased with the first two months’ 
business. We think that the accessory proposition 
is just beginning and that the hardware dealer can 
handle it to a better advantage than any one. 

While there are some items in the line that the 
profit is small on, taking it as a whole the line 
bears a nice profit. We find that the department 
should be handled by one man, who is familiar with 
automobiles and knows the owners of cars. 

Yours truly, 
F. A. Yost COMPANY. 
K. O. CAYCE. 


Feels That Tires Are a Good 


Investment 


PHILADELPHIA, PA. 
To the Editor: 

We are doing a considerable amount of automo- 
bile shoe business, but, due to the fact that the 
prices are cut by some dealers in Philadelphia, it 
is impossible to make much profit, but as we are 
handling tires on the base of payment within ten 
days, we feel that it is a good investment, although 
not an extremely profitable one. 

We have not as yet put in a full line of automo- 
bile accessories but carry in stock articles such as 
wrenches, blowout patches, cementless patches and 
two brands of automobile tires. 

Yours very truly, 
ROGERS & MILLER. 


Are Adding Accessories According’ 


to Demand 


WILMINGTON, DEL. 
To the Editor: 

We have started in the automobile accessory and 
supply business in a very small way. 

We are carrying horns, spark plugs, patches, 
pumps and a few articles that are in general use 
and are putting in others as we have a demand for 
them. We have no department at the present time 
for this line, but are showing them in a case near 
the entrance to our store. 

Yours truly, 
DELAWARE HARDWARE COMPANY. 


Just Beginning to Handle 


Accessories 
YorRK, PA. 
To the Editor: 

We are only beginning on automobile accessories 
and supplies, and in fact not enough has been done 
yet to take notice. We trust before long that we 
will be in a position to handle a larger variety. 

Yours truly, 
FREY & THOMAS. 


Accessories Increased Fastest 


NEODESHA, KAN. 
To the Editor: 

I started handling automobile accessories one 
year ago on a small scale and have found they in- 
crease faster than any other part of my business. 

THOMAS QO. LINES. 
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A Very Profitable Addition 


LONE TREE, IOWA. 
To the Editor: 

I consider automobile accessories a very profit- 
able addition to the hardware store. It is very 
important that the accessories be selected with 
great care, avoiding those articles used by the re- 
pair men, as they are in a position to supply their 
needs from automobile supply houses. 

The item of special tools and the many tools 
found jin the hardware store are strong factors in 
use in keeping up an automobile. 

I find the best sellers are those articles required 
for the owner of a motor car to make his own re- 
pairs and alterations. 

Yours truly, 
GEORGE A. BECK. 


Making a Foundation for Future 
Business 


BANGOR, ME. 
To the Editor: 

We handle automobile accessories and supplies, 
but have not yet gone into this line in a very ex- 
tensive way. 

We believe that it is going to be a large factor 
in the hardware business, and are now buying only 
those accessories which are almost universally 
known and used. 

We do not believe that we shall make any money 
on this department in 1915, but we are learning 
about the goods and are making a foundation for 
future business. 

Yours very truly, 
RIcE & MILLER COMPANY. 


Agrees with Article in Hardware 
Age 


MILFORD, DEL. 
To the Editor: 

I am not handling any automobile supplies at the 
present time, but I have been thinking of so doing 
for some time and I agree with the article in the 
issue of HARDWARE AGE of Aug. 5, by L. M. White. 
I think without doubt we hardware men should get 
in and get in early. Truly yours, 

J. HARRY HUMES. 
(SUCCESSOR TO HUMES & SON.) 


Well Satisfied with Accessories 


PITTSFIELD, MASs. 
To the Editor: 

Our experience has been a very satisfactory one, 
our accessory department being the only one that 
has shown satisfactory gains during a year of 
rather depressing business conditions. 

Yours truly, 
PEIRSON HARDWARE COMPANY. 


Has Just Stocked Accessories 


WOONSOCKET, R. I. 
To the Editor: 

We are just putting in a stock of automobile 
supplies. The demand here has been sufficiently 
large to justify this step. 

Yours very truly, 
J. C. MAILLOUX & SONS. 

















PAY DAY MESSAGES 


How a Big Philadelphia Wholesaler Transmits Effective Messages to 
His Force 
By THE ASSISTANT MANAGER 


the job. He is the president of the Edward 

K. Tryon Company of Philadelphia, Pa. He 
is about 5 ft. 11 in. in height, weighs about 160 lb., 
wears glasses and is politely confidential in manner. 
Those who know him well do not hesitate to say 
that Charley Tryon knows his business. I heard a 
big man in hardware make that statement one day 
and as I was bound for the great Quaker town I re- 
solved to know more about the man at the head of 
the oldest wholesale sporting goods house in 
America. 


C HARLES Z. TRYON is thin, thoughtful and on 


Past the Century Mark 


The business was founded in 1811, and for 105 
years Tryon’s have been selling firearms, fishing 
tackle, cutlery and athletic goods. I met a chap not 
long ago who told me that he had been in the busi- 
ness since “long before the game of baseball was.” 
I think he claims to have helped materially in origi- 
nating the national pastime. Well, if his firm is 
an original Tryon’s is an aboriginal. Tryon’s fur- 
nished the Government with a few guns in the war 
of 1812. In later years they sold more Buffalo 
guns than any American outfitter. They adopted 
a golden Buffalo as a trade mark and built up an 
enviable reputation long before Charles Z. became 
president, but they didn’t stop there any more than 
Charley’s name did with the initial Z. The alpha- 
bet might have stopped with a Z and this firm 
might have stopped with a record well above the 
average, but it was just naturally against nature 
for building operations to let up when a Tryon 
was on the job. 

A Surprise Answer 

Well, I met him on that trip and for nearly five 
years we have been getting better acquainted. I 
learned many excellent things about the young man 
at the head of this old house, and his business 
experience would make a_ good book. If I were 
called upon to write such a book I should certainly 
label one chapter “Tryon’s Triumph,” and in it I 
would tell how Tryon trains men and develops 
team work. I am going to hit one phase of that 
subject to-day. I recently asked Charles Z. Tryon 
when he considered it the most ideal time to talk 
to his employees about their shortcomings, and how 
his store suggestions always seemed to be acted 
upon so quickly. I thought he would say “at the 
weekly store meeting,” but he didn’t. He just 
smiled, leaned over nearer to where I was seated 
and quietly cracked something worth hearing. His 
answer was “at the cashier’s window.” 


Pay Envelopes Plus 


I looked about as vacant as a losing lottery ticket 
and Charley proceeded to fill the blank with a win- 
ning number: 

“You see, Mr. Assistant Manager,” he said, “it’s 
like this. There is no time when the boss means 
more to the boys than when effort and reward meet 
in the pay envelope. There is no time when sug- 
gestions sink deeper than at the time when the boys 


43 


tear the ends out of those envelopes. I believe in 
the prompt observance of suggestions, just as I 
believe in the prompt observance of pay days. We 
praise, prompt and pay in the same envelopes.” 


Beats a Straight Order 


Now for the good of our business it was right 
strictly up to your assistant to pump all the infor- 
mation he could out of the big Philadelphia sport- 
ing goods dealer, so he cut loose a few volleys that 
began with what, how, where and why. 

Mr. Tryon just reached into a drawer and drew 
out a package of cards which he handed to me. 
“They go into the pay envelopes,” he said, “and tell 
their own stories.”” I glanced at the Tryon trade- 
mark Buffalo at the head of the first card, and then 
glued my eyes on the typewritten message. Here 


it is: 





<M, 


L >. 
Dy ..wict 2¥on # - 
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BEST WISHES FOR A 
HAPPY NEW YEARe 


One year ago we brought all our 
business under one roof & abandoned 
our warehouses, at the same time 
requesting everyone to protect the 
condition of the merchandise & to 
keep each article in its proper 
placee 


Those taking stock this year 
reported, that NEVER IN THE HISTORY 
OF THIS BUSINESS has the merchandise 
been in such EXCELLENT CONDITION 
or so well placed upon the shelvese 


This mist be as gratifying to 
you as it is to use : 


EDWe Ke TRYON COMPANY. 











Card No. 1 


Beats a straight out and out order all to pieces, 
doesn’t it? It was a message of praise, yet at that 
very time one department was not in apple pie 
order. It was the slickest, neatest department in 
the place just three days later. 
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Cut to a Shadow 


The next card dealt with the mail order problem 
from this wholesaler’s standpoint. Here it is: 





MUST HAVE THEM 


Every order passes through the 
hands of ten people before it 
leaves this housée 

If each man delays action only 
10 or 12 mimtes, the total delay 
equals 2 hourse 

Two hours delay will miss the 
train, and the shipment goes over 
until the next day. 

One day's delay may mean a loss 
of sales to our customer of half 
the ordere He, therefore, carries 
the goods, and does not re-ordere 


This house CAN'T LIVE without 
mail orderse 


See the importance of PROMPT 
action upon YOUR PART? 


EDW. Ke. TRYON COMPANY. 
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Tryon didn’t try to force this idea on his people. 
He just stated facts and asked a question. Fair 
think-tanks did the rest. 





EVERY FIRE IS A CRIME 

Almost all fires are preventable 
and are the result of carelessness 
and ignorance. IT 1S AGAINST THE 
-RULES of this house, to use or carry 
anything but SAFETY matches. 

Five Hundred Dollars a mimte 
for every minute in the year, is 
what it costs for fires in the Ue Se, 
from the use of criminal matches. 
Thousands of lives are sacrificed. 

A cracking match was recently 
found in this building. 

It is not important that the 
employee carrying this would be 
discharged, if known; THINK of HIS 
terrible responsibility. 

No one can get away from his 
relation and RESPONSIBILITY TO THE 
REST OF THE PEOPLE IN THIS WORLD. 

KEEP THE FLOORS CLEAN. 
Edwe K. Tryon Company. 




















Card No. 2 


Notice how that pay envelope message starts 
with a statement of facts and ends with a ques- 
tion that is just about certain to bring prompt co- 
operation. This card cut mail order complaints to 
a shadow. 

A Square Deal 

The next card had to do with some people who 
hurt themselves and with others who helped them- 
selves. It is a message that should be read by 
clerks, bosses and bookkeepers. It’s a lesson on 
square dealing. 


Card No. 4 


Team Mates 


The next two cards were team mates; they came 
a week apart. The first had a punch in it, but is 
started with a plain statement of facts. 

When the Tryon force read that card they ana- 
lyzed the situation, concluded that fire losses were 
appalling, and that crack matches were criminal. 
The boss didn’t end this card with a question. He 
meant business and there were no two ways 
about it. 

The next card came out the Saturday before 





THO WAS HURT? 

Some weeks ago & young man and & 
young woman both left this establish- 
ment after -giving but 4 or 5 hours 
noticee The evident intent was to 
"pet even,” for some imagined wronge 


WHAT HAPPENED? 


In the case of the man, 2 or 3 
other men did his work for 2 or 3 
days until his place was filled. 

In the case of the young woman, 3 
men voluntarily worked 3 nights 
until her neglected work was brought 
up to date. | 

RESULT. 

Three or four men seized the oppor=- 
tunity of showing the firm who to 
depend upone 

The 2 who left are not missed, & 
they have gone out seeking positions 
without references & without the 
respect of their old associates. 

WHO HAVE THEY INJURED? 








Monday, September 2nd, is 
Labor Day. All departments will 
be closed all day. 

Each man having charge of a 
floor. will please see that the 
fire buckets are all filled, the 
floors swept clear of all paper 
and trash, and all paper barrels 
properly emptied in the basement, 


before leaving on Saturday. 


EDWe Ke. TRYON COMPANY. 











Card No. 3 


Card No. 5 
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Labor Day. It follows up the fire card very well. 
A large percentage of store fires occur on Sun- 
days or on holidays. This is undoubtedly due to 
the volume of business which comes before a holi- 
day and which so often results in rubbish and litter 
being left scattered about the store after the finish 
of a pre-holiday rush. Tryon’s store on Labor Day 
looked as if it had been dressed for a parade. 


Telephone Troubles 


One week Tryon’s telephone complaints ran high. 
This card went into the Saturday pay envelope. 





The telephone service is 
still VERY BAD. 





When calling our exchange, 
state your name first and then 
your communication. 


When a *phone bell rings 
near you, ANSWER IT IMMEDIATELY, 
stating your name first, - 
followed by "What can I do for 
you?" 





Every employee of this estab- 
lishment is at the immediate 
service of the telephone exchange 
for any and every requirement. 


EDW. K. TRYON CO. 











Card No. 6 


It stated the fact that the ’phone service was be- 
low the Tryon ideal. It even underscored it as very 
bad, and then went on to tell “every one” that it was 
“every one’s” job to answer the ’phone. It told the 
boys how to answer, when to answer and why to 
answer. 

Tried to Ring the Dead 

As I read that card I thought of a clerk I know 

well. 


long ago. It was the order of a farmer who said 


he would call for his nails before he left town. The 
phone rang; we were alone in the sales room. He 
kept on wrapping up his twenty pennies. “Answer 


it?” I asked as I stepped toward the ’phone. 


“Nope,” was his reply, “I’ll get it in a minute.” The 


He used another, but 


string on his package broke. 
He reinforced 


the much handled nail sack broke. 


it with a heavy paper wrapper, while the telephone . 
She must have 


girl put her heart into that buzzer. 
been a big-hearted girl. It rang rings that would 


have made Big Ben sound like a whisper, but that 


clerk was a one idea man. He was determined to 
wrap up those nails before he answered that call, 
and when he finally did get the receiver to his ear 


I stood watching him wrap up an order not 
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and belched forth in an overloaded business voice, 


the name of the store, Central informed him that 


he had getter go back and finish his nap. Central 
knew that clerk better than his boss did. I hope 
he reads Tryon’s little message on ’phone service. 





A friend of a millionaire 
once found him lowering the ; 
curtains in a hotel, to prevent 
the stm from spoiling the carpet. 
When asked why he should bother 
about the spoiling of a piece 
of property not his owns he 
replieds= "From early youth I 
have made it a rule of life to 
preserve and protect all property, 
whether mine or the property of 
anothere In so doing I have 
preserved @ million dollars 
worth of property for myself." 

The average American wastes 
enough to support him one quarter 
of his life: — TURN OFF THE 
ELECTRIC LIGHTS WHEN NOT IN USE. 
It takes but an instant and 
electricity is very, very, 
EXPENSIVE. 





EDV. Ke TRYON COMPANY. 











Card No. 7 


Saving Juice 
The next card started with a message of a million- 
aire and ended nearer home. It cut Tryon’s electric 
light bills about 20 per cent in one month. 
Where Boxes Break 
One pay day Tryon told the house about order 
clerks. The object of this message was to put 
cleaner goods on the shelves of his retail custom- 
ers. It was the result of a trip through the house 
with open eyes and a note book. 





ORDER CLERKS. 


Please use more care in plac= 
ing goods. in PACKING ROOM BINS. 
It is right at THIS POINT, in 
the transfer of goods from our 
shelves to the customer's shelves, 
that many boxes are broken and 


goods damaged. Goods MUST be 
piled carefullye 
GET THIS333 


A customer will forget a 
WHOLE YEAR of GOOD service,-— 
the moment he receives ONE BAD 
shipment. 


It is the ONE BROKEN switch, 
which makes the traveler doubt 
the WHOLE railroad. He never 
notices the hundreds of sound 
ones he has passed overe 


EDW.e Ke. TRYON CO. 











Card No. 8 
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Cleanliness and Congratulations 


The last card we will use in this story is one on 
clean merchandise. Read it. 








The care of the stock of 
merchandise, continues to show 
great improvement. Goods are 
Cleaner, boxes are piled more 
carefully on the shelves and 
with the exception of the Lunch 
Room, the floors have been kept 
practically clear of paper. 


THIS IS VERY GRATIFYING. 


Those eating lunch in the 
building will please be careful 
to place the waste paper in the 
barrel provided for ite 


 EDW. Ke TRYON CO. 











Card No. 9 


I noticed that on four separate occasions last 
year Mr. Tryon praised the boys in mentioning the 
condition of the stock. That may be one of the 
reasons Tryon’s is one of the neatest stocks in 
America and the reason may be further explained 
because these cards come in the pay envelopes. 
I’m going to follow the Tryon system and just state 
that the store is a dandy and leave it to you to de- 
cide why. It’s a sure thing that there is a close 
working relationship between Tryon and his boys, 
and that their service is up where you need to ele- 
vate your sights to emulate. 

Let’s remember Tryon’s system, cards and cash. 
The combination may work wonders in our store. 


Would Not Be Without Hardware 

Age 

Hot SPRINGS, ARK. 
To the Editor: ! 

I have been a subscriber of HARDWARE AGE 
for the past year, and am glad to say I would not 
be without it for ten times the price. Think my 
subscription expires soon. 

Please send me a list of the books you publish on 
window dressing, window show card writing, and 
how to sell hardware, or any other books you may 
publish that would be good for a young man who 
has just taken over a store to manage. 

Yours truly, 
C. T. BATES, Manager, 
Southern Hardware Company. 


Hardware Age 


Coming Hardware Conventions 


OKLAHOMA HARDWARE AND IMPLEMENT ASSOCIA- 
TION CONVENTION, Oklahoma City, Dec. 7, 8, 9, 1915. 
W. B. Porch, secretary, Mustang. 

INDIANA RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Indianapolis, Jan. 25, 26, 27, 28, 1916. 
M. L. Corey, secretary, Argos, Ind. 

WEST VIRGINIA RETAIL HARDWARE ASSOCIATION 
CONVENTION, Clarksburg, Jan. 25, 26, 27, 1916. 
J. H. Morgan, secretary, Morganstown, W. Va. 

TEXAS RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, Houston, Jan. 25, 26, 27, 1916. Henry Marti, 
secretary, Dallas. ° 

SOUTH DAKOTA RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXPOSITION, Sioux Falls, Feb. 1, 
2, 3, 4, 1916. E. C. Warren, secretary, Mitchell, 
S. D. 

WISCONSIN RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Milwaukee, Feb. 2, 3, 4, 1916. P. J. 
Jacobs, secretary, Stevens Point. 

NEW YORK RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Buffalo, Feb. 15, 16, 17, 18, 1916. John 
B. Foley, secretary, Syracuse. 

MICHIGAN RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Grand Rapids, Feb. 15, 16, 17, 18, 1916. 
A. J. Scott, secretary, Marine City, Mich. 

OHIO RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, Cleveland, Feb. 22, 23, 24, 25, 1916. Head- 
quarters at Hollenden Hotel, exhibit in Central 
Armory. James B. Carson, secretary, Dayton, Ohio. 


MINNESOTA RETAIL HARDWARE ASSOCIATION CON- 
VENTION, St. Paul, Feb. 22, 23, 24, 25, 1916. 
H. O. Roberts, secretary, Minneapolis, Minn. 

PACIFIC NORTHWEST HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, Spokane, Wash., Jan. 19, 
20, 21, 1916. E. E. Lucas, secretary, Hutton 
Building, Spokane. 


Schoedinger-Marr Employees Dine 


pes employees of the Schoedinger-Marr Hard- 
ware Company, Columbus, Ohio, were guests at 
a get-together dinner which was served in the 
sporting goods department of the company’s store 
on East Gay Street, Aug. 11. 

A 14-lb. muscallonge was imported from San- 
dusky for the occasion, and was the chief feature 
of the menu. 

Speeches were made by W. L. Jacobs, vice-presi- 
dent and general manager of the company, and 
George Tinkham, who was master of the cere- 


monies. 


Goulds Company Opens Pittsburgh 
Office 


OLLOWING out its policy of improving its 

service and relations with its customers, the 
Goulds Mfg. Company, Seneca Falls, N. Y., manu- 
facturer of pumps for every service, has just 
opened a Pittsburgh office in the Henry W. Oliver 
Building. This office is under the management of 
H. H. Henderson, who has been representing the 
company in northern West Virginia and southeast- 
ern Ohio. E. C. Wayne, who comes from the main 
office at Seneca Falls, has been appointed assistant 
manager. 


Louis BALLAUF, an official of the Krause Hardware 
Company, Cincinnati, Ohio, is absent on a midsummer 
vacation trip at Batesville Springs, Ind. 








SOME INTERESTING AND IMPORTANT 
LAW ABOUT BUYING GOODS 


The Legal Side of Contracts 
By ELTON J. BUCKLEY 


closing contracts for them, and so on, the fol- 
lowing letter will be of interest: 


NEw YORK, N. Y. 

Please tell us whether we are bound in the fol- 
lowing case. If we are we will have to change our 
whole method of buying from outside parties: 

Considerable of our goods are purchased from 
outside concerns, chiefly in Chicago, IIl., and 
Omaha, Neb., and the negotiations are by mail. 
The houses in question do not have a New York 
agent. About a week ago we received a letter from 
one of these houses, located in Chicago, offering a 
quantity of merchandise for late August shipment 
at a certain price. The market in this line has been 
strong for several months, and at the time we re- 
ceived the offer prices were high. We decided at 
once to buy, and within a few hours mailed a letter 
accepting the offer and placing the order. About 
an hour after this we received a tip from a reliable 
source that the market would break the following 
day. Our informant mentioned the price to which 
the market would drop, which made our order, just 
placed, look like a very bad buy. Accordingly, we 
wired the Chicago house to disregard our letter of 
even date. The market did break the next day and 
the Chicago house now seeks to hold us to the or- 
der. They duly received our letter of acceptance 
and say they will ship the goods late August. Have 
they any right to do that? : 

Respectfully yours, 
MORGAN & BARNES. 


They have a perfect right to hold you to the or- 
der, and you are undoubtedly bound by it. The 
reason is that while an offer can always be with- 
drawn before acceptance, it can never be withdrawn 
without the other party’s consent, after acceptance. 
The offer in your case was under the law accepted 
the minute you posted your letter. The mail was 
regarded as the seller’s messenger, not yours, and 
when you committed your letter of acceptance to 
the mail, it was as if you gave it personally to a 
representative of. the Chicago house. 

The fact that your wire doubtless reached the 
Chicago house before your letter did makes no dif- 
erence. The thing was done the minute you mailed 
your letter. 

As a matter of fact, it would have been a bind- 
ing contract even had your letter of acceptance 
never reached its destination, or reached it after 
long delay. I remember a case in which A wrote to 
B making an offer of some goods, and telling him 
to reply by letter. B did reply by letter accepting 
the offer, but the letter went astray and did not 
get to A until two days after it should have. Mean- 
while A waited until the time to receive B’s answer, 
and not hearing from him sold the goods to another 
buyer. The market had advanced and B sued A 
for damages for failure to deliver. A of course de- 
fended on the ground that he had every right and 
reason to sell the goods, but the court decided other- 
wise, and held that a contract existed from the 
minute B posted his letter. I confess I have never 
quite seen the justice of this, especially in cases 
where a letter of acceptance goes astray, for it 


TV ctoaing co the question of buying goods, and 
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seems like holding A, in the above stated case, for 
instance, to something that he couldn’t possibly 
know anything about. However, it is the well set- 
tled law. 

As soon as there is an acceptance, there is a con- 
tract, but there must without doubt have been an 
acceptance. As I have explained, there is no ques- 
tion about a flat letter of acceptance, but there may 
be some doubt when acceptance depends on acts 
rather than words. I should say that a contract 
can be accepted by acts. 

There was a case in which a firm that wanted to 
buy goods wrote to a man who made the particular 
thing wanted as follows: “Upon an agreement to 
furnish such and such, you can begin shipment in 
two weeks from date.” The seller thought the 
buyer would take it for granted that he would fur- 
nish the goods inquired about, so he did not reply. 
He merely went out at once and bought the raw 
material to fill the order. The next day the order 
was countermanded. The seller tried to hold the 
buyer to it, but the court said, “No, you never ac- 
cepted the order.” 

Let me explain a little more in detail the legal 
principle that lies behind many of these cases. 
When A offers goods by mail to B, he chooses the 
mail as his, A’s, messenger, and the mail waits for 
B’s reply. If B replies by mail accepting, there is 
legal acceptance and contract when the letter is 
mailed. But it must be the chosen messenger who 
gets the answer; otherwise there is no acceptance. 
For instance A offers goods to B by mail, stipulat- 
ing “if you want these reply by wire only, some- 
time to-morrow, the eighth.” If B replies by letter 
instead of wire, and A has sold the goods before 
the letter is received, B has no remedy, for he took 
a chance by using his own messenger instead of A’s. 

What is sauce for the goose is sauce for the 
gander—after the letter of acceptance is posted, 
the other party cannot withdraw either, even 
though he posts or wires his withdrawal before the 
letter of acceptance reaches him. (Copyright, Au- 
gust, 1915, by Elton P. Buckley.) 





Hardware Age Successful Adver- 
tising Medium 


TRENTON, N. J. 
To the Editor: 

For the past few months we have been adver- 
tising Thermoid hydraulic compressed brake lin- 
ing, Nassau tires and Thermoid garden hose in 
in your paper, HARDWARE AGE, and the results 
we have received are not only more than satis- 
factory but beyond our expectations. 

The pleasing part is the fact that the inquiries 
received are from an unusually well rated class 
of dealers and jobbers. 

Everyone likes to know that their efforts are 
bringing the results and we consider that you 
are entitled to this letter. 

Yours very truly, 
THERMOID RUBBER COMPANY, 
D. 0. POHLMAN, Sales Manager. 
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THE STUMBLING BLOCK 
































HE man who thinks himself above the 
little things of life is developing a big 
stumbling block in his path. 

The little man who thinks he is too big for 
his job is going to fall down on it. 

He gets careless and doesn’t watch his step. 

The big man in a little job fills it with ease 
and laps over. 

The man who understands his business is a 
willing worker ; he does his work cheerfully and 
does not get cross-eyed by trying to watch the 
hands of the clock and his work at the 
same time. 

When a man works up to the full capacity 
of his judgment and intelligence he awakens 
the consideration of his employers. 

Capacity and judgment are in demand for 
confidential positions, and the materials for 
such positions are appreciated by those who 
know and recognize them. 
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THE MAN BEHIND THE COUNTER 


When I Learned to Sell a Baby’s 
Bath Tub 


HE first thing I want to do this week is to 
¢ 3 thank HARDWARE AGE for an idea that I used 

to advantage just a few days ago. I have been 
selling bath tubs for babies for the past ten years, 
but I only learned how to sell them a week or so 
ago. It is for this information that I want to 
thank the editors of this magazine. 

A baby’s bath has always been hard for me to 
sell. They seemed to cost so much. When you car- 
ried the green ones, the women wanted the white, 
and if you had the white they were too high priced. 
The result is that my batting average on this line 
is about 1 per cent. But now the whole thing is 
changed and I will warrant that I will land at least 
50 per cent of my prospects in the future. 

It happened this way: The other day a woman 
came in with her husband and asked to see a baby’s 
bath. I climbed to the top of the ladder (they are 
always kept in some inconvenient place) and pulled 
down one of those white ones that everybody 
handles. The prospect asked the price and I noted 
the usual disappointed look on her face when I said 
two dollars. She wanted the tub, but did not feel 
that she could pay that much for it. Then I 
thought of an article I had read in HARDWARE AGE 
just a day or so before, and this is what I told the 
prospect : 

“I want you to notice the way the seams are 
turned out in that tub so that the inside is just as 
smooth as a dish. You see they have to be built 
that way because the baby’s skin is so tender that 
the regular tub will injure it. You will notice that 
there is not the slightest rough place in this tub. 
Then it is more flexible than the foot tub. Of 
course we have the ordinary foot tubs for thirty- 
five to fifty cents, but they won’t do at all. They 
are not built for this work.” 


The prospect turned to her husband and said that — 


she supposed she had better take that tub. It was 
more than she wanted to pay, she said, but it was 
the nicest one she had seen, and she felt sure that 


she could not use the regular foot tubs—they were 


too rough. 
Of course, after that I did not have any trouble 


closing the sale. I drew some sort of a word pic- 
ture of the kid splashing about in that tub and 
having the time of its young life, and I saw the 


mother’s eyes light up as the picture went home, 
and then I saw the father dig for his roll and in a 
moment more the cash register was ringing. 

After the customers had left I turned to one of 
the fellows and said: “That is an example of why 
it pays to read trade papers. It had never occurred 
to me that a baby’s bath tub had to be especially 
smooth until I read that article about baby hard- 
ware the other day.” 


Danger Ahead 


La Get veecsmned: the salesman’s first duty is to him- 
self, but that duty is properly discharged only 
when the salesman is willing to sacrifice personal 
pleasures or wishes for the good of his firm. Many 
men have wrecked their future here. They form 
acquaintances or join orders that seem at first to 
benefit the employer, but soon require so much of 
the employee’s attention that they are detrimental 
to his firm’s and to his own prospects for future 
advancement. 

I have known this to be the case with various 
kinds of diversions. Salesmen have joined gun 
clubs and in the end the gun club has taken so much 
time that the goods sold could not show a profit. I 
have known men who were excellent tackle salesmen 
and who built a business in tackle by forming close 
friendships with the leading fishermen and by tak- 
ing frequent fishing trips with them. Finally the 
cost of the selling has been more than the goods 
would stand and the man’s efforts were less valuable 
to his firm. The same thing sometimes happens 
with salesmen who give particular attention to the 
sale of baseball goods. It happens when the sales- 
man encourages his friends to loaf around the store 
and take up his time. No matter what the cause 
may be, whenever something outside of his busi- 
ness is taking up the time of a salesman then there 
is danger ahead. 

It is high time for the man who finds himself in 
a condition such as has been described to stop and 
check up. What profit will the outside association 
bring? What is its value in building a business 
career? If the salesman expects to continue in the 
hardware business then certainly his whole atten- 
tion should be given to increasing his hardware 
sales and he should spend every spare minute in 
bettering himself. If he is forming these acquaint- 
ances for the purpose of changing his business, 
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then he should remember that when it comes down 
to the question of hiring a man the employer gen- 
erally considers how loyal the prospect has been to 
former employers and not what a good fellow he is 
outside of business. 

Sometimes, and especially in smaller towns, out- 
side affairs require so much of the salesman’s at- 
tention that his sales decrease appreciably. The 
salesman continues giving a divided attention to his 
work and continues to become less valuable to his 
employer. Sometimes he is the leading salesman 
when he begins to allow these outside influences to 
affect his work and he goes on blindly believing that 
he is such a good man that the firm would never 
think of letting him go. One fine day he suddenly 
finds that instead of heading the list he is down at 
the bottom—and drawing a top notcher’s salary. 
Then just one thing can happen—he loses his posi- 
tion. The people in the town know why, and an- 
other position is hard to obtain. 

I wonder how many salesmen this applies to? 
I have known a large number that the case fits 
exactly. Stop to-day to see if there is some stum- 
bling block in your way. Consider the service that 
you are giving and then the service you are capa- 
ble of giving and see if you get the signal 
DANGER AHEAD! 

THE MAN BEHIND THE COUNTER. 


Know Your Goods 


To The Man Behind the Counter: 


I just want to suggest that it is as necessary for 
the traveling salesman to know his goods as it is 
for the retail salesman. The number who are weak 
in this respect is surprising. Here is an example: 

Lately we have been considering several lines of 
gas ranges, intending to put in one line and push 
that exclusively, instead of carrying several, as is 
now the custom in our store. One of the lines that 
we were considering is now in the store; that is, 
one or two sizes are carried. The other day the 
factory representative called. I said to him: “We 
are not selling enough of your goods and I think 
it is because we do not know enough about them. 
Now I want you to go over one of these ranges with 
us and give us all the talking points you have.” 

We went back to the stove display with the sales- 
man. He walked up to another make and started 
to show that. I told him that we did not care any- 
thing about that range, we wanted to know how to 
sell his. He leaned against the range for a moment 
or two and then said, “Well, there are so many 
ranges made to-day that are good that I don’t know 
whether there are any talking points on this one or 
not.” 

This was the salesman for one of. the largest, 
possibly the largest, stove manufacturers in this 
country. He told me that he had been selling stoves 
for years and yet all he could tell us about his gas 
range was that it was asbestos lined. He did not 
mention the adjustable orifice until I asked him 
about it; he did not even know where the oven door 
spring was; he did not mention a single point that 
would have interested a housewife. 

Do you suppose his line stands much chance now? 

A BUYER. 


The Familiar Medium 


OMAN—Could I get a divorce from my husband 
for smoking cigarettes in bed? 
Lawyer—You might. 
Woman—About how many coupons would it take?— 
Chicago Daily News. 
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Obituary 


NEWTON F. CRESSMAN, in charge of the sales and 
advertising departments of the Philadelphia Lawn 
Mower Company, Philadelphia, Pa., died recently. Mr. 
Cressman had been ill but six days, although he had 
been in failing health for the past few months. He 
was born in Norristown, Pa., Sept. 27, 1853, the son 
of the late Philip and Barbara Cressman. He was 
graduated from the Central High School, Philadelphia, 
in 1872 and shortly after became associated with a 
wholesale hardware house, with which concern he re- 
mained many years; when he severed his connections 
with this firm he went to the Philadelphia Lawn Mower 
Company, taking charge of the sales and advertising 
departments, in which capacity he served until his 
death. Mr. Cressman made many friends in the trade 
by whom he will be greatly missed, as well as by his 
associates in the Philadelphia Lawn Mower Company. 


RUDOLPH CHRISTENSEN, a retired wholesale hardware 
dealer, died at his home, 303 Sterling Place, Brooklyn, 
N. Y., from a stroke of apoplexy. He was sixty-seven 
years old, a native of Denmark, but a resident of 
Brooklyn for many years. He was engaged in business 
at 54 Warren Street, N. Y., until he recently retired. 
He is survived by a widow, a son and two daughters. 


GEORGE HAMILTON TAYLOR, a resident of Halifax, 
N. S., died at his residence on Morris Street. He was 
associated with the wholesale hardware firm of William 
Robertson & Son, and after an absence of several years 
from active business he organized the firm of G. H. 
Taylor & Co., in partnership with his brother, William 
Taylor. 


FRANK M. SCHEBLE died suddenly at his home in 
Wenatchee, Wash., of heart disease. He was presi- 
dent of the Wenatchee Lumber Company, and had been 
in the hardware and lumber business for over twenty 
years. He is survived by a widow, two sons and a 
daughter. 


NORMAN H. STRONG, seventy years old, a hardware 
merchant of Shelbyville, Ind., for more than half a cen- 
tury, died at his home recently. He was a Civil War 
veteran and a prominent Mason. He is survived by 
his widow, one son and a daughter. 


JESSE BURCHARD died suddenly at his home, Arcata, 
Cal. Mr. Burchard was a member of the hardware 
firm of Burchard & Scott of Freeport, [ll. Several 
years ago he removed to California where he had since 
made his home. He was in his eighty-fourth year. 


ALBERT P. MINOR, one of the oldest citizens and 
business men of Deposit, N. Y., died recently, aged 
eighty-four. He was a hardware dealer, a former 
president of Deposit village. 


LUMLEY INGLEDEW, connected with Hibbard, Spencer, 
Bartlett & Co., Chicago, for a number of years, died 
at his residence on Greenwich Avenue, of heart trouble. 
A widow and daughter survive him. 


JOHN C. ADAMSON, conducting a hardware business 
in Maysville, Ky., died in a Cincinnati hospital follow- 
ing a long illness. He was fifty-six years old. 


W. P. CUNNINGHAM, a hardware dealer of Spokane, 
Wash., died at St. Luke’s Hospital recently. He was 
proprietor of a hardware business on Ash Street. 


F, A. FULLER, who entered the hardware business 
in 1892, died at his home in Park Rapids, Minn. He 
is survived by several children. 


Louis R. WILHELM, fifty-nine years old, a harness 
manufacturer, died recently at his residence in Bal- 
timore, Md. 








GUNS AND AMMUNITION FOR HOME 
CONSUMPTION | 


Peace Shooting that Can Be Helped by the Hardware Man 
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This display features hunting supplies—and appeals to the trap shooter at the same time 


in the minds of most of us right now are 

connected with the war—and these don’t put 
much money in our pockets. Turn these same 
thoughts to the guns and ammunition that will 
be used here this fall—take a little time and 
preparation for the subject—and those idle 
thoughts turn immediately into profit makers. 

The season when hunting supplies are sold is 
short—mighty short—and if we expect to unearth 
our share of the pure gold that goes with this 
business it’s up to us to start digging down after 
it now—and to keep right on digging until the last 
day of the season. 

The most powerful means of bringing in this 
trade is a good window display—a real display that 
will make every red-blooded man in town ready 
to throw up his job for a gun and a day off. 

There is hardly a line in any hardware stock 
that lends itself to display so admirably or that 
will respond so promptly and so profitably to a 
careful display as this branch of sporting goods. 
The individual profits on guns and ammunition 
often seem so small as to be hardly worth while, 
but a well-kept stock that turns quickly, backed 
up by the sale of the numerous accessories that 
every sportsman wants and that carry a good profit, 
will show a mighty satisfying resuit at the sea- 
son’s end. 

Let’s start the campaign now. Let’s get our fix- 
tures ready—get all the helps the manufacturer 
will be glad to provide—and plan a series of win- 
dow displays that will rouse every particle of 
sporting blood that is in the community—and that 
will turn it into good, hard cash. 


ger only thoughts of guns and ammunition 


A Practical Aid to the Sale of Guns 


A display fixture that can pull in a lot of sales 
for you is shown in an accompanying illustration. 
It is made of soft pine, stained green. The base 
is 6 x 4 in. and % in. thick. The upright is 2 x 3, 
in varying heights from 6 in. to 4 ft. A notch 
with an angle of about sixty degrees is cut in the 
top of each upright. The heaviest shot gun or 
the smallest rifle can be securely placed in this 
notch and the whole length of the weapon is pre- 
sented to the customer—naturally and forcibly. 
He can see the length of the barrel—the shape of 
the stock—the way the gun is hung almost as 
surely as though it were in his hands. But the 
real punch in the sales producing power of this 
stand is the little card that should be fastened a 
short distance from the top. Put on this card the 
make—the gage or the caliber—the length of barrel 
—the number of shots—the information that the 
customer must know before he buys—then the 
price in plain bold figures—and a lot of your cus- 
tomers will come into your store already sold. 


C. L. & Theodore Bering are hot after all the 
business that guns and ammunition can bring. 
In their display, which we reproduce, they reach 
for the business of the hunter, with everything he 
could need; the trapshooter, with pictures showing 
the joys of this sport, and with complete lunch out- 


fits for those who believe in solid comfort along 


with sport. Notice the uniform arrangement; the 
neat pyramids of shells on the ledge in the back- 
ground, the excellent use of manufacturers’ cards 
and material and of the stuffed birds and animals. 
Notice, too, the decorative effect of the targets 
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Tons of advertising matter furnished to dealers by Remington 


Arms-Union Metallic Cartridge Company 


along the ledge and in the upper part of the win- 


dow. It shows what a little care and thought can 
do in a display. 


Dealer Helps by the Carload 


What co-operation between manufacturer and 
dealer really means is shown in the picture of a 
corner of a store room of the Remington U. M. C. 
Company, Bridgeport, Conn. In this pile are 9 
tons of 1915 Remington U. M. C. window display 
material, such as is shown in the sample window 
trim in the lower right hand corner of the illus- 


display that uses realism 


tration. This particular lot, 56,000 pieces of high 
grade lithographed and printed matter, was dis- 
tributed to the dealers in the states of New York, 
Massachusetts, Maine and Montana. Multiply this 
amount by at least twelve and you gain some idea 
of how one concern helps its dealers. 

There are a number of other manufacturers 
equally ready to provide you with all the adver- 
tising matter you can use. But do you use jt? This 
material is capable of bringing in a lot of busi- 
ness for you but it can’t do it if you stow it away 
on a shelf to accumulate dust. Just look around. 


selling argument 
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A display stand that shows a gun to fine advantage 


Dig out that material that you had almost for- 
gotten about and put it in your window and on 
the inside where it can work for you. 


53 


The appeal of the display sent us by the Mc- 
Gregor Noe Hardware Company, Springfield, Mo., 
lies wholly in its natural setting. The weeds and 
bushes in the background—the autumn leaves 
strewn thickly on the floor—the big bear trap set 
ready for Bruin—and the hunter proudly viewing 
the buck that has fallen before his repeater, must 
have started a whole lot of thrills of anticipation 
in the sportsmen of Springfield. The bear paws 
in the background, the row of sample dummy cart- 
ridges and the bars of soap showing the shocking 
power of the soft nose bullet in the foreground— 
together with the very good use of the manufac- 
turers’ material adds to the make-up of this ex- 
ceptionally strong display. 

The powder horn seems a trifle out of place in 
the outfit of a hunter so modernly equipped as this 
one. It would have been a trifle more in keeping 
with the spirit of the display if it had been hung 
in the background. 





Foreign Trade Opportunities 


AUL SAINTENOY, a well known architect, 
whose address is Rue de |’Arbre Benit, No. 
123, Brussels, has been appointed by a syndicate of 
prominent business men in the city of Brussels 
(formed to undertake the reconstruction of build- 
ings destroyed or damaged) to receive bids for 
window sashes, doors, flooring, blinds, etc., also for 
locks, hinges, nails, and all kinds of hardware used 
in the construction of buildings. 
American manufacturers and dealers are invited 
to correspond with Mr. Saintenoy in regard to these 
goods. 


OHN T. OPPENHEIM, export and import agent 
at No. 2, Schermlaan, Rotterdam, desires to en- 
ter into communication with and to represent 
American manufacturers of enamelware, earthen- 
ware, wire nails, locks, spoons, hinges, bolts, cut- 
lery, hoes, and other tools. 


ARBY & Co., Vestre Boulevard, Copenhagen, 
Denmark, wish to receive proposals from 
American manufacturers of thermometers for the 
sick room and the measuring of temperature gen- 
erally. The instrument should be graded with the 
Danish method of computing temperature, namely 
Celsius. 


P aiseorsz WILLIAM BURR, manager of the elec- 
tricity department of the Swansea Corporation, 
The Strand, Swansea, Wales, wishes to receive cata- 
logs from American firms who desire to export elec- 
tric fans, fire irons, dusters, lamps, etc. Mr. Burr 
asks especially that the quotations be c.i.f., Swan- 
sea, and that all the prices be in English currency. 


OSE CELITO GARCIA, Separacion No. 24 Santo 
Domingo, would like to enter into corre- 
spondence with American manufacturers of casters 
for cots, with a view to acting as representative in 
Santo Domingo for such manufacturers. 


ICTOR A. GRAU, Treas. Arroyos, Province 
Buenos Aires, Argentina, wishes to hear from 
American manufacturers of general hardware, 
paints, varnishes, zinc in sheets, enamel kitchen- 
ware and cutlery. 
Spanish. 


EVIS IRMAOS & COMPANIA, Rua Sete, de 
Setembre 171, Correio 1913, Rio de Janeiro, 
Brazil, state that they are in a position to repre- 


sent American manufacturers of paints and var- 
nish, and would like to hear from such firms. 


df tageeys International Agency, 103 Via Etnea, Ca- 
tania, Italy, desires to get in touch with Amer- 
ican manufacturers of electrical household appli- 
ances, including flatirons, grills, water heaters, 
electric fans, etc. 


ILLIAM KALBREYER, Ceiba, Honduras, 

wishes to represent American manufacturers 

of hardware, machinery, agricultural implements 
and electrical goods. 


USELL-DULAC, Limas, Rhone, France, desires 

to form a connection with American manu- 

facturers of bicycles, cream separators and sewing 
machines. 





Correspondence should be in . 


American Lamps Needed In 
Singapore 
111 SOUTH BRIDGE-ROAD, SINGAPORE, S. S. 


To the Editor: 

We used to import our lamps, incandescent 
mantles, etc., etc., from Germany, and have been 
endeavoring for some time past, to get our goods 
from suitable manufacturers elsewhere. | 

We now write to ask you to kindly send us a 
copy of your paper, so that we may be able to 
communicate our requirements to some of your 
advertisers. 

Very truly yours, 
E. CHEONG. 











National Association to Meet in 
October 


HE National Hardware Association will hold its 

twenty-first annual convention at Atlantic City, 

N. J., Oct. 20, 21 and 22. Hotel arrangements will 
be announced later. 


THE L. S. STARRETT Company, Athol, Mass., has 
appointed John D. Powell manager of its Chicago store 
at 17 North Jefferson Street, in place of A. T. Fletcher, 
who has resigned. 











TRADING STAMP PRICES ON 
RAZORS AND BRUSHES 
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Bought by a consumer at much less than dealer’s prices 


By ROY F. SOULE 


HIS is a continuation of the campaign 

E HARDWARE AGE is waging against trading 

stamps. The illustration at the top of this 

page shows one package of twelve Gillette blades, 

one No. 504 Gillette safety razor and one No. 235 

Rubberset shaving brush. There is absolutely no 
question regarding the quality of these products. 

The Gillette safety razor is the best known safety 
razor in the world. It is the “Daddy” of the lot. 
“As good as the Gillette” has been quoted by scores 
of later manufacturers in the safety razor field. It 
is an article known in every city, every hamlet and 
almost in every home in America. The quality and 
care put into the making of Gillette razors has put 
them where adverse criticism glances off their 
splendid reputation with sufficient rebound to in- 
jure those guilty of such colossal folly. 

Gillette revolutionized the razor business and is 
deserving of praise that baffles my vocabulary. The 
Gillette people have also startled the world with 
their daring investments in advertising and their 
remarkable success has been quoted and held up as 
an example by advertising solicitors for many 
years. 

The prices of the sterling goods made by this 
manufacturer were, for many years, well main- 
tained. 

The retail merchants selling Gillette-goods bought 
at 25 per cent discount from the list or retail 
prices. Anyone knowing what it costs the retailer 
to do business knows that this is a reasonable 
if not most modest profit. The jobbers were given 
a couple of tens better in the way of discount and 
no sensible retailer ever dreamed that the whole- 
salers were getting rich out of their profits on 
Gillette goods. In fact the popular impression pre- 
vails that the jobbers of these goods just about 
made the ends meet. There is scarcely a hardware 
store in America where Gillette razors are not being 
sold and all the honest things that have been said 
by these distributors in favor of these goods would 
fill a volume that would make a Webster’s diction- 
ary look like a vest pocket note book. Dealers have 
been justly proud to be known as Gillette dis- 
tributors and even if their ideas of cutlery profits 
had to suffer a severe shrinking they have felt 
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that the popularity of the product made it a profit- 
able, desirable and even almost an essential in their 
cutlery departments. 

A cut-throat price on an insignificant item car- 
ried in the hardware stores of this country would 
not call for comment or for even a ripple of ex- 
citement. A slashed price on Gillette razors, how- 
ever, is a different matter. 

Here is a condition which is more serious than a 
brick thrown through the front window of every 
Gillette hardware distributor in America. This is 
a strong, sensational statement. I mean it to be 
such. I want to shock the readers of HARDWARE 
AGE into a realization of the dangers of even a 
touch of- trading stamp distribution. I would shun 
it as I would a plague and fight it as I would a 
rattlesnake and I am sure I shall share this attitude 
with the manufacturers and retailers of hardware 
in the United States before this campaign is fin- 
ished. 

A short time ago a friend of mine told me he 
had bought a No. 504 Gillette safety razor for 
$2.75. Following his advice I went to a coupon or 
trading stamp broker, where I purchased a suf- 
ficient number of coupons to get this razor. I 
paid exactly $2.75 for the coupons, had them re- 
deemed with the razor shown in this illustration 
and was back at my office in an hour. At the same 
time, I bought a package of Gillette blades for 55 
cents. The razor costs the retailer $3.75. The 
blades cost the retailer 75 cents. There is some- 
thing wrong in Denmark when a consumer can 
buy that razor for $2.75 and those blades for 55 
cents. Every consumer who buys at such prices is 
prone to believe his local hardware dealer a thief 
or at least a Shylock. 

Now I am certain the officers and men in control 
of the Gillette razor do not want their razors sold 
by a side-issue distributor at prices which will de- 
moralize the safety razor business in the stores of 
thousands of their most loyal merchant distributors. 

It is against sensible reason to suppose that the 
Gillette people will continue to sanction the dis- 
tribution of their product under conditions that 
make it possible for consumers to purchase a No. 
504 Gillette razor at a dollar less than responsible 
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It is a near-foolish 
thought to think that they approve of a method 
of distribution which permits a consumer to buy a 
package of their razor blades at 20 cents less than 
well rated dealers secure the same goods through 


dealers commonly pay for it. 


regular channels. I feel that this information will 
mean more to the Gillette people than it will to the 
hardware trade where I know this message is going 
to start some pretty rapid and pretty serious 
thinking. 

The shaving brush in our picture is a No. 235 
Rubber-set. If there is a better brush made it 
is a rarity. This brush costs the average mer- 
chant $1.47. That is the price paid by a merchant 
I interviewed to-day. He is a cash discount dealer 
with a splendid stock. I bought this brush via 
the broker coupon route for $1.10. The dealer 
with a stock of these brushes on his shelves will 
not need to make a memorandum of this price com- 
parison. These figures will burn themselves into 
his memory. 

The branding iron that sears this piece of in- 
formation on the minds of dealers who have been 
trying their best to serve their communities is 
trading stamps. There are two hundred items of 
good hardware in the trading stamp premium 
books. Every one of these items is offered to the 
public at prices which make the merchant in the 
eyes of his customers look like an infant in the 
buying game. I predict that a change is on the 
way. 


A Trading Stamp Experience 


BosTON, MASS. 
To the Editor: 


I have been very much interested in following 
the various articles lately appearing in HARDWARE 
AGE relative to “The Trading Stamp Evil,” and I 
think the one on page 54 in the issue of Aug. 5 is 
particularly good, especially the last paragraph. 

This recalls very distinctly to my mind an experi- 
ence that I had about twelve years ago in this city 
at a time when I was associated in the retail gro- 
cery business with my father. It was about this 
time that one of the leading stamp companies began 
to become particularly aggressive and we were ap- 
proached with a proposition that if we would give 
the stamps only one other retailer in our section 
of the town would be accorded the privilege. 

Trading stamps were new then and the thing 
“looked good” to us. Possibly the good salesman- 
ship of the stamp man, backed by his attractive 
literature, sold us the idea, but at any rate we took 
on the stamps. We were doing a business of about 
$700 a week in our store at this time and in less 
than one month we showed a 50 per cent increase. 
Two or three months later, however, other stamps 
came into the market and the company whose 
stamps we were distributing then began to give 
the privilege broadcast, breaking our contract with 
the excuse that new competition made an unex- 
pected complication and to protect themselves and 
incidentally us, in other words to keep their stamp 
alive, they were obliged to add more stores. 

This was all right for the stamp company, but 
inside of thirty days our business had returned to 
its normal level and then we discovered what a 
' mistake we had made. From this time on we were 
forced to give the stamps to all our old established 
regular trade because we had educated them to it, 
and practically no new business came to us be- 
cause all the trade we had gained returned to their 
original stores where they could now procure the 
stamps with their merchandise. In other words, 
from that time until the day we threw them out 
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we were obliged to pay the stamp company what 
amounted to almost a weekly salary in order to 
maintain a business that was legitimately our own 
and for which they were in no way responsible. 

When we finally did throw them out and at- 
tempted to stand again on our own feet we lost 
some of our regular trade, who had become, as we 
called them, “stamp fiends” and would not trade 
with us after we refused to give the stamps. 

I trust you will be successful in educating the 
retailer that the moment he begins to sell stamps 
with his merchandise he is offering something more 
than his goods and his service, which he ought to 
maintain at a standard which could not be dupli- 
cated in any other store, and that he is coming 
down to the level of doing business on a plan which 
anybody can duplicate as soon as they get the 
coupons. : 

I feel very deeply on this subject because I have 
seen it work out and I know that hundreds of inno- 
cent storekeepers are going to have an experience 
similar to ours. Selling goods is one thing; selling 
goods plus some one else’s coupon is, as Montague 
Glass says, “something else again.” 


Very truly yours, 
RALPH E. CONDER, Advertising Manager, 


Interesting Letter and Newspaper 
Clipping from H. F. Krueger 


NEENAH, WIS. 
To the Editor: 

I have read with much interest your editorial of 
June 10, also the article in your Aug. 5 issue. 

The trading stamp proposition seems to be get- 
ting stronger all over the Middle West. 

I am sending you a marked copy of a paper pub- 
lished in our county which gives the Shoppers’ 
Mileage Graft a rap. This is the newest thing I 
have come across in the way of trading stamp 
schemes. Yours very truly, 


H. F. KRUEGER, President, 
WM. KRUEGER COMPANY. 


The article referred to in Mr. Krueger’s letter 
on the “Shoppers’ Mileage Graft” was published in 
The Omaha Mediator and is as follows: 


HOPPERS’ mileage is the new sort of trading 
stamps which has come to the people of Omaha. 
Patrons of almost any retail dealer can get them 
with purchases. Every time you buy a dollar’s 
worth of commodities you get a ticket which en- 
titles you to ride one mile on a railroad. If you 
buy $4,000 worth you will have enough mileage to 
take you to the San Francisco Exposition and re- 
turn, if you have sufficient money besides, to pay 
your hotel and other expenses. 

This shoppers’ mileage proposition is probably 
one of the most monumental grafts that has ever 
been thrust upon the unsuspecting people of Omaha. 
Every merchant who gives away this mileage has 
to slip enough onto prices to pay for what he is 
giving away. It is the old trading stamp story 
and it is certainly remarkable that the intelligent 
merchants and people of this city should fall for 
it. It is to the credit of the railroads entering 
the city that they have nothing whatever to do 
with it. 

The secret to the whole graft is just this: Sev- 
eral million miles of these “mileage tickets” will 
be given away by the merchants. They have to 
pay the promoters for every nickel’s worth of them 
they use. Perhaps one out of ten persons who re- 
ceive the tickets will make use of them. The re- 
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sult is that the promoters will work a 90 per cent 
graft and get away with it. The buyer has to 
use the tickets, which, as above stated, 90 per cent 
of them will not do. 

If these tickets were redeemable in cash, in the 
event of their not being used, there would be some 
sense to it. But that is where the graft comes in. 
If they are not turned in for railroad transporta- 
tion the promoter is that much ahead, which means 
that every time he sells a dollar’s worth of mileage 
to the merchants he makes a profit of 90 cents. It 
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is an old story of everything coming in and nothing 
going out, and the public pays the bill. 

The men who promoted the scheme in Omaha 
admittedly know their business. Some of them 
have posed as public benefactors. If the people will 
stop to think a minute they will readily under- 
stand what the whole thing means. Presumably 
$50,000 worth or more of this mileage will be put 
out. Of that amount it is very possible that $5,000 
will be cashed in. The rest will go to the sewer. 
That means that the promoters would have $45,000 
to pay a $500 printers’ bill and pocket the rest. 





OUR TRADE WITH BELLIGERENTS BEFORE THE 
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Before the war the nations now known as the entente allies bought only about three times as much from this 


country as the Teutonic allies bought. 


the exports to Germany and Austria, in June last, were only $1,767! 


Now they are buying three times as much as they bought before, while 


Russia’s purchases here have increased 


eight-fold and France’s six-fold. We are buying from Germany about one-eighth of what we bought before the 


war, while England sells us about as much as usual and is buying twice as much as usual. 


We sold two billion 


dollars’ worth of goods to Europe in the year ending June 30, 1915, a gain of half a billion over the preceding 


year.—New York Evening Mail. 





Buffalo Wire Works Company 
Opens Branch Office 


HE Buffalo Wire Works Company, Buffalo, 
N. Y., has opened a branch office and ware- 
house at 11 South Seventh Street, Philadelphia, 
Pa. 
~The building formerly occupied by the Rogers 
Wire Works, Inc., at 11 South Seventh Street, was 
taken over by the company. A complete stock of all 
kinds of wire cloth, wire work, and artistic metal 
work is carried at this Philadelphia branch where 
the immediate requirements of customers in this 
territory can be taken care of. This. branch office 
and warehouse is under the management of George 
L. and William S. Silpath, who were formerly con- 
nected with the DeWitt Wire Cloth Company and 
the Rogers Wire Works of Philadelphia. 


Change in Goulds Selling Organi- 
zation 


i bheaee Goulds Mfg. Company, Seneca Falls, N. Y., 
announces a change in the management of its 


sales organization. Instead of having the entire 


organization in charge of a single executive, the 
selling work has been divided and is now directed 
by R. E. Hall, former manager of the Boston office, 
and W. E. Dickey, former manager of the New 
York office, both of whom are vice-presidents of 





the company. A. H. Whiteside, former sales man- 
ager, has resigned. 

Mr. Hall, who is now located at Seneca Falls, has 
charge of the general work of the department and 
in addition looks after the business in all the 
northern, Central West and northern Pacific States, 
including the territories of the Boston, Seneca 
Falls and Chicago offices. The export business is 
also under Mr. Hall’s supervision. 

Mr. Dickey has charge of all business in south- 
ern, southwestern and southern Pacific States, in- 
cluding the territories of the New York, Pitts- 
burgh, Atlanta and Houston offices. He will con- 
tinue to make his headquarters at the New York 
office at 16 Murray Street. 

W. H. Hopper, who has been with the company 
for over twenty years, succeeds Mr. Dickey as 
New York manager. C. W. Fulton, formerly works 
manager, has been appointed manager of the Bos- 
ton office. 

This division of the sales work in the manner 
outlined is to give the Goulds customers service 
of a more personal nature. 


The Difficulty 


te is one thing to get a job, quite another to keep it. 
Almost any of us can accomplish the former; but few 
of us in the broader sense hold down our jobs to our 
own mental and spiritual satisfaction. To keep forever 
the initial enthusiasm, the first glow of pride in our 
work; to retain the glamor, and never lose the dream of 
high endeavor—these are the difficult things to accom- 
plish, and not many of us come out triumphant.—£Fx- 
change. 








WASHINGTON NEWS 


The President’s Legislative Program—Uncle Sam Financially Em- 
barrassed—Calves and Alfalfa 
By W. L. CROUNSE 


: WASHINGTON, Aug. 21, 1915. 


HAT Congress will be called in extraordinary 
Er session sometime this fall is now assured. 
Statements to the contrary are made from 
time to time by members of the administration, but 
it is known that President Wilson has reached the 
conclusion that there is an imperative need for leg- 
islative action on questions of national and interna- 
tional concern. The foreign relations of the United 
States, by reason of the upheaval in Europe, are 
more complicated than they have been at any time 
since the Civil War. The European war, also, has 
seriously disturbed economic conditions in the 
United States, necessitating enactments by Con- 
gress of an exceedingly important character. The 
President is now working on a legislative program 
which may be briefly summarized as follows: 

First, he will recommend the passage of a bill de- 
signed to rehabilitate the American merchant ma- 
rine. Second, he will recommend large appropria- 
tions for the expansion of the Army and the Navy. 
Third, he will undoubtedly ask for legislation de- 
signed to bolster up the rapidly dwindling Treasury 
receipts. 

In addition, individual members of Congress will 
come to Washington bent upon pushing through 
other legislation in which they are interested. Mem- 
bers from the agricultural region are insisting that 
at the forthcoming session a bill shall be passed 
creating a system of banks to provide rural credits. 
They will also make the usual demands for appro- 
priations for their respective districts. 


The President’s Legislative Program 


A part of President Wilson’s program contem- 
plates the expenditure of large sums of money. Ac- 
cordingly, it is his intention to insist that Congress 
shall exercise the strictest economy in making ap- 
propriations for projects upon which it usually ex- 
pends money with great liberality. 

The President is convinced that inasmuch as Con- 
gress will be required this winter to give legislative 
substance to a policy of preparedness, to pass a mer- 
chant marine bill and authorize a partial revision 
of the tariff, it will be necessary for the law makers 
to get down to business early in the fall instead of 
waiting for the regular time for reassembling in 
December. 

The President has not decided upon the exact date 
for the special session. This will be determined 
upon the completion by the various departments of 
the estimates of the needs of the government in the 
new fiscal year, and when the President has made 
a decision as to just what should be done in the way 
of army and naval reorganizations and expansion. 

Present indications are that the forthcoming ses- 
sion will be one of the liveliest witnessed in many 
years. In the first place, the opposition to the 
ship-purchase bill will be renewed. The Republicans 
will never support a proposal that provides for gov- 
ernment ownership of vessels engaged in trade. 
They succeeded in forcing the administration to 
abandon the bill temporarily in the last Congress. 
The administration will return to the job at the next 
session prepared to resort to any legitimate legis- 
lative expedient to place this measure on the statute 
books. 

There will undoubtedly be extended discussions 
over the bills dealing with military pr-parcdness. 
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If the administration reads the signs of the times 
aright, the country will acquiesce in a big military 
program. On this question, at least, the President 
will have the support of the Republicans in Con- 
gress, although opposition will be intervened by the 
so-called labor group and those in sympathy with 
the policy of pacificism. 


Uncle Sam Financially Embarrassed 


When the Underwood-Simmons tariff law was 
passed the Democrats gave solemn assurance that 
this “covenant with the people” would reduce the 
cost of living and provide ample revenues to keep 
the wheels of government in motion. Let Mr. Ulti- 
mate Consumer decide for himself whether it costs 
less to live now than it did before Woodrow Wilson 
took hold of the job in Washington. There is no 
disagreement among politicians that the revenues 
of the government are falling off. If this state of 
affairs is not corrected by changes in the tariff law 
the government must issue bonds or certificates of 
indebtedness to get money for its daily needs. This 
problem is as old as the world. When a ‘merchant 
finds that more is going out than is coming in he is 
forced to reverse the process or go into bankruptcy. 
This is the fix in which your Uncle Samuel finds 
himself. 

International Situation Causes Grave Concern 


To say that the President and his advisers are 
worried over the international situation is express- 
ing it mildly. Our relations with Germany are al- 
most at the breaking point with the probability ever 
present of the United States being provoked by some 
overt act on the part of the Teutonic allies to sus- 
pend diplomatic relations or resort to other meas- 
ures that might seriously involve this government. 
Our relations with Great Britain are progressing to 
a point where we may soon be at odds with that 
government. Great Britain continues to hold up 
neutral commerce and this has seriously affected the 
trade of the United States, notably the South. The 
British blockade is in part responsible for the de- 
mand that has been made throughout the country 
for an embargo on the export shipment of muni- 
tions of war. This question is bound to stir up in- 
ternational controversy at the next session of Con- 
gress. The President will never consent to an em- 
bargo unless the United States becomes involved in 
war and is forced by circumstances to prohibit such 
supplies beingsshipped out of the country. 


Obstacles to Cummins Presidential Boom 

Senator Albert B. Cummins of Iowa bitterly re- 
grets the day that he felt prompted to introduce a 
bill in Congress prohibiting railroads from limiting 
their liability for freight handled. The cause of Mr. 
Cummins’ discomfiture is the cry of rage that has 
gone up in the land over the vexatious requirements 
imposed on travelers in the matter of their personal 
baggage. They are required to make declarations 
and conform to other ceremonies that were not 
known in the good old days before the Cummins 
amendment. A prominent automobile maker of the 
country is said to have made walking a luxury, if 
not at times an actual necessity. Senator Cummins 
is known as the man who has made a railway 
journey a prospect to be looked forward to with 
great apprehension. Mr. Cummins insists that the 

Continued on page 61 
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The Business Man’s Political Duty 


HE public is fast waking up to the fact 
that the business man is a necessary ad- 
junct to clean politics. For many years 

it was considered bad policy for the business 
man to even think politically. Politics to him 
were a closed book. Not because he was sup- 
posed to be morally above such things, but be- 
cause it was taken for granted that his min- 
gling in things political would create for him 
certain enemies and injure the idol of his life 
—Business. “Oil and water will not mix,” 
said the wise ones of the business world; and 
the oil and water referred to were the oil of 
business and the water of politics. 


The fallacy of this argument is apparent in 
the adverse business legislation, freak laws 
and incompetent public officials so common at 
the present time. It is conceded that the retail 
merchant should not be an exponent of rabid 
party politics, and that his place of business 
should be free from “Spoken Politics,” but 
the idea that he should take no interest in the 
affairs of his State or his community is rank 
foolishness. He is not only entitled to partic- 
ipation in anything of common interest, but 
it is his duty as a good citizen to lend his sup- 
port to the betterment of city, State and even 
national affairs. 


In the ordinary community the merchant 
is considered as among the better class so- 
cially and morally. He is looked up to as a 
leader in all lines backed by the unanimous 
approval of that community, but if the ques- 
tion involves a difference of opinion, or a di- 
vision of interests, business tradition says, 
“Hands off.” He must be a nonentity wher- 


ever any other course might create an enemy. 
The idea seems to prevail that the buying 
public is so intensely interested in the mer- 
chant’s private affairs that it will condemn 
him to failure if even his beliefs differ from 
theirs. Bosh— it’s the rankest kind of a slam 
on the judgment of the people. 


Mail order 
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competition alone should have taught the re- 
tail merchant that the public is interested in 
one question only, when it purchases, and that 
is the question of price, and even then it 
sometimes fails to figure the freight. Your 
private business doesn’t interest the man who 
buys one iota, except to create in him a nat- 
ural contempt for the man on the fence, 
whenever he sees you hedging along political 
lines. 


There has never been any question as to the 
merchant’s right to a religion, a lodge or a 
hobby. It is conceded that he can be a good 
Methodist, a good Mason, or even an enthu- 
siastic chicken fancier, and still continue to 
sell his share of merchandise to the discrimi- 
nating public. Is there any good reason to 
suppose that he cannot show a healthy inter- 
est in the election of men to run the affairs 
of business success ? 


The old idea of enemies is a farce. The 
merchant needs a few good enemies to spur 
him on to his best endeavors. Your enemy 
tells you the truth; and although the truth 
sometimes hurts, its general tendency is for 
business good. 


Politics need the business man just as the 
business man needs politics. At the present 
time in one western State there are four sets 
of county commissioners under the grand 
jury probe for malfeasance of office. In none 
of the cases has there seemed to be any real 
graft or even criminal intent. It was merely 
slack business methods, gross carelessness 
and neglect. Road bills were paid over and 
over again without checking. Machinery was 
loaned and lost. Books were not audited and 
warrants were illegally drawn. The business 
man with plain business methods would have 
saved all this. We would consider it the 
height of folly for a merchant to turn the 
handling of his private affairs over to a clerk 
and ask for no accounting, yet the same thing 
prevails in our dealings with the affairs of 
the community. 
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We fail to even interest ourselves in the 


management of our public schools though we 
know that the school children of to-day are 
our customers of to-morrow. We have no 
complaint to make in regard to our public 
schools. We believe them to be on a par with 
those of any country in the world, but we do 
believe that a portion of the time spent in the 
study of dead languages and obsolete history 
could well be applied to the acquisition of 
ideas along the line of good citizenship, pa- 
triotism, economy and honesty. 


Out in Idaho there is a hardware man who 
as a member of the school board is revolu- 
tionizing the educational methods of his town. 
He is insisting on the teaching of economy 
and honesty in business dealings. He is get- 
ting the students to understand that the cost 
of an article is not the attractive catalog 
price, but the actual cost to them after all 
charges have been paid. His business is 
one of the best in his locality and his mixing 
in politics hasn’t hurt it a particle. 


HARDWARE AGE believes that the retail 
hardware man will justify the faith it holds 
in him, and will, with advantage rather than 
detriment, become a leader in the essential 
political activities of his community. 


Business Leaks 


HERE are so many “leaks” in the aver- 
ji age business that the pumps must be 
kept going most of the time to keep the 
commercial vessel afloat. Some of these leaks 
are sO common or are considered so trivial 
that practically no steps are taken to mend 
them and they become larger and a bit more 
threatening every day. 


Loaned tools is a common hardware leak. 
This item costs the average hardware store 
$40 a year. 


“Forgetting to charge” is a little greater 
and equally common leak. In ninety-nine 
stores out a hundred to-day you can dig out 


the truth and find a clerk who will admit that 


he has forgotten to charge something within 
the past week. He may have remembered it 


a few hours or a few days later, but he admits 
that it slipped his mind for a time. 


A good remedy for this costly but common 
habit is practised by a prominent Texas 
dealer. When this merchant checks up his 
charge slips at the end of each day’s business, 
he calls each clerk to the office while his 
charge slips are being checked. When this 
system was first employed the clerks often 
discovered that they had forgotten to charge 
certain items and sometimes awoke suddenly 
to the startling fact that they had forgotten 
to make any charge against certain custom- 
ers they had waited upon, 


With laudable wisdom this merchant does 
not treat offenders with harshness, but rather 
with sympathy. After the first week of this 
co-operation system of checking charges there 
was avery marked improvement. Along about 
4 o’clock each day the clerks in his store now 
begin to check over their own charge slips 
and they are frequently seen making charges 
when no customers are in the store, Such a 
sight following a rush hour indicates that the 
boys are cleaning house before the checking 
hour. Of course it would be decidedly better 
to get out of the forgetting class but there 
are few who ever do. 


There are leaks from failure to take advan- 
tage of cash discount. Leaks from windows 
trimmed in business hours when they should 
be producing. Leaks from cheap help, poor 
delivery, lack of co-operation and from tradi- 
tion-bound bosses, but the greatest leak and 
the one most apt to sink a business so deeply 
that it can never be raised is time, just plain, 
wasted time. 


Ten minutes’ chatter for six clerks at open- 
ing time in the morning is an hour wasted for 
one man. An elastic noon hour is another 
waste. High salaried salesmen cutting poul- 
try netting in the basement, while the ap- 
prentice boy polishes a showcase near the 
front door,is more wasted time, and is a great 
menace to a store’s life. It is good business 
for any merchant to take a day off to analyze 
his own business. Put your ship in dry dock 
and examine it. You are sure to find some 
barnacles, and the hull may be fairly honey- 
combed with leaks you never even suspected 
were there. 
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Hadn’t Served It Before 


NCE a short little woman and her tall husband went 
to a café of the cheaper sort for dinner. 

“Will you have oysters?” asked the husband, glanc- 
ing over the bill of fare. 

“Yes,” said the little woman, as she tried in vain to 
—_ her feet to the floor, “and, Henry, I want a has- 
sock.” 

Henry nodded, and as he handed his order to the 
waiter, said: “Yes, and bring the lady a hassock.” 

“One hassock?” asked the waiter, with what Henry 
thought more than ordinary interest, as he nodded in 
the affirmative. Still the waiter did not go, but brushed 
the tablecloth with a towel and rearranged the articles 
on it several times, while his face got very red. 

Then he came around to the husband’s side, and, 
speaking in a whisper, said: “Say,Mister, I haven’t 
been here long, and I’m not on to all these things. Will 
the lady have the hassock broiled or fried?”—Exchange. 


Did He Put His Foot in It? 


N English soldier, a member of the Second South 

Staffordshire Regiment, says that one bitterly 

cold night in the early spring he and his mates came 

out of the trenches. They were billeted in a barn, 
where they were packed in very close. 

“Though numb with cold, we were soon asleep,” 
said the soldier in telling the incident. “I was awak- 
ened in the night by one of our chaps trying to put his 
boots on. After he had been trying for a minute or two 
I heard the fellow next him say: 

“ “What the are you doing?” 

“*Putting my boots on,’ was the reply. 

“*Well, that’s my foot, you fool!’ ”—Exachange. 





Missed Something 


RS. McGREEVY was a dinner guest one evening 
where a noted explorer was the attraction. Be- 
ing of a somewhat languid turn of mind, she paid more 
‘attention to her dinner than to the conversation. After 
—- was over, she turned to one of the guests and 
asked: 
“What was that tiresome old explorer talking about?” 
“Progressive Patagonia,” was the reply. 
“Really?” asked Mrs. McGreevy with sudden inter- 
est. “And how do you play it?”—E xchange. 


Where Psyche Was Executed 


A NEW YORK man was recently acting as guide 

through an art gallery for a friend from the 
8 As they paused before a statuette, the guide 
said: 

“That is Psyche. Executed in terra cotta.” 

“What a pity!” said the rural one. “How barbarous 
they are in those South American countries.”—Ezx- 
change. 


Explanation 


66 ILLIE, did you tie that tin can to the dog’s 
tail?” 
“Yes, Sir,” replied the small boy. “I’m trying to do 
a kind act every day. That dog chases every rabbit he 
sees. I tied the can to him so that it will make a noise 
and warn the rabbit.”—Washington Star. 


The Retort Direct 


“Hy OW many times have I told you that you must 
not answer me back, Norah?” said Mrs. House- 


keep. 
“Sure, Mum, and oi ain’t answerin’ yer back,” said 
“Oi’m answerin’ yer face.”—Exchange. 


Norah. 
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Murphy’s Dilemma 


HEY met on the high road and shook hands. 

“Shure Pat,” said Murphy, “bettin’s a shockin’ 
bad habit.” 

“Shure, Murphy,” said Pat. 

“Ye know Costigan?” 

“Troth I do!” 

“Well,” said Murphy, “he bet me a sixpence to a 
shilling that I couldn’t swallow an egg without breakin’ 
the shell of it.” 

“And did ye lose the bet?” asked Pat. 

“No, Pat I won it,” replied Murphy. 

“Then phawt’s ailin’ ye?” 

“Shure, it’s the egg that’s ailing me,” groaned Mur- 
phy. “If I jump about I’ll break it and cut me stomach 
wid the shell, an’ if I kape quiet it’ll hatch an’ I'll have 
a Shanghai rooster scratchin’ me inside!”—Pearson’s. 


“But why?” 


It Seemed That Way 


HE farmer, wearing a long face, entered the country 

drug store. “I’ve got something wrong with my 
stomach,” he announced, “and I want you to give me 
something for it.” 

“All right,” replied the apothecary, cheerfully; “what 
are your symptoms?” 

“Every little while something seems to rise up and 
settle back and then by-and-by rises up and settles back 
again. 

“The druggist stroked his chin reflectively. “Look 
here,” he said gravely, “you haven’t gone and swallowed 
an elevator, have you?”—E«change. 


Pat’s Diplomacy 


¢¢DHWAT name?” snapped the magistrate, as he 
glared at the prisoner. 
“Patrick Casey, sorr.” 
“Hov ye ever been befure me befure?” 
“No, your Honor, Oi’ve seen but wan face that looked 
like yours an’ thot was the picture of an Irish king.” 
“Discharged!” announced His Honor.—E xchange. 


Vouching for the Visitor 


oe yur gent,” said Sandstorm Smith, addressing 
the clerk of his favorite Kansas City hostelry 
and jerking an indicatory thumb toward an uncurried 
personage whom he had escorted into the inn, “is my 
friend Cactus Jackway of Rampage, Oklahomy. Cac- 
tus hain’t never been yer before, so I’ll just say that if 
he steals anything I’ll pay for it.”"—Kansas City Star. 


Alike 
oe you say window or widow? 
Sopher—I said widow; but they are both very 
much alike. 
Philo—How so? 
Sopher—When I get near either of them I always 
look out.—Judge. 


Pa’s Mathematics 


pes anes: what does the teacher say about your 
poor work in arithmetic? 

Willie—She said she’d rather you wouldn’t help 
me with it. 


Little Lesson in Efficiency 
TILIZE all your opportunities. If the bathtub 
leaks, keep the potted plants under it.—Pitts- 
burgh Post. 
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Washington News 


Continued from page 57 


law which bears his name was not intended by Con- 
gress to apply to baggage. He declares that as 
Congress wrote the law it was supposed to affect 
only merchandise and commodity freight, but that 
the Interstate Commerce Commission in a mo- 
ment of indiscretion interpreted the act to cover 
baggage. The lowa Senator, who is a candidate for 
the Republican presidential nomination, has an- 
nounced that his first official act when Congress con- 
venes will be to offer a bill so modifying the law that 
has been criticized as expressly to exempt baggage 
from its application. Mr. Cummins has been around 
the country a good deal lately, making speeches in 
support of his candidacy. He has heard the word 
“baggage” wherever he has gone and has reached 
the conclusion that if his boomlet is to grow into a 
man’s size boom he must repair the wrong that has 
been visited upon the American traveling public in 
his name. Mr. Cummins is confident that his bill 
will be passed. 
Calves and Alfalfa 

The Democratic officials of the Post Office De- 
partment are mighty serious men. They have no 
time for the frivolities of life. They are very much 
piqued over suggestions that have been made from 
time to time that the parcel post system has drained 
the Treasury of millions of money. This they stren- 
uousiy deny, even when confronted with facts and 
figures that cannot in fairness be disputed. 
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These postal officials are also lacking in humor; 
indeed, they are a melancholy lot. For example, one 
of them took exceptions to a statement made in 
HARDWARE AGE suggesting the impracticability of 
sending animate and inanimate farm products by 


parcel post at the same time. This question was 
asked in a Washington letter to HARDWARE AGE: 
“If one farmer deposited a bale of hay in the mail 
and another led a calf into the Post office for like 
transportation who would pay for the hay in the 
event that it was consumed by the calf in transit?” 
One postal official said that if this was an attempt to 
be funny he had no comment to offer. “Assuming 
that the question as to the practicability of sending 
a live calf and alfalfa by parcel post at the same time 
is asked in good faith, I wash to make this observa- 
tion,” said the official. “There is not the slightest 
danger of the hay disappearing into the stomach of 
the calf in transit. Why? Because those in charge 
of mail matter between the point of origin and the 
point of destination are enjoined to see to it that 
inanimate matter shall be protected from the rav- 
ages of mail matter that walks about on four legs. 
For example, suppose a bale of hay and a cali were 
placed in the same car. The calf would be securely 
tied at one end of the car and the bale of hay care- 
fully deposited at the other end of the car. The 
danger suggested, therefore, is purely visionary. I 
hope you will take occasion to correct the erroneous 
impression that may have been created in the agri- 
cultural regions as to the feasibility of simultaneous 
shipment of calves and hay by parcel post.” 


MANUFACTURERS’ HELPS 


(paeae are too many of us who do not realize the 

full value of the advertising matter, the fold- 
ers and circulars and envelope stuffers that the 
manufacturers constantly supply. In hundreds of 
cases this material is stowed away in some dark 
corner and left there until the room is needed for 
something else. A good many of us recognize 
its value, perhaps, but have not given the time to 
plan an efficient use of this material. Still there 
are a lot of progressive merchants who use these 
selling helps to excellent advantage and know ab- 
solutely that they bring results. 

The Graves Hardware Company of Springfield, 
Mass., has hit upon an admirable way of using 
everything it can procure from the manufacturers. 

Whenever a supply of advertising matter arrives 
a quantity is placed, wherever possible, near the 
goods described. Should a customer exhibit an 
interest in aluminum ware, for instance, but has 
hardly made up her mind to buy, there is a neat 
circular for her to take away. The arguments 
presented there often clinch a half-made sale and 
the firm name and address printed on each folder 
prevent the customer from making her purchase 
elsewhere. 

It is impossible to carry out this idea with every 
item, of course, and in order to supply a customer 
with information on any article he mav desire, 
this company has in the rear of the store a filing 
cabinet consisting of three large drawers. In this 
is filed, behind vertical guides, a small supply of 
each kind of literature describing practically every 
article in the store. This material is easily located 
by a card index. 

A small room, used to store material for window 
displays, is also utilized to take care of such litera- 
ture as cannot immediately be used. On one side 
of the room shelves have been built and on them 
this material is kept. Numbers on the front of the 


shelves correspond to those of this filing cabinet. 
A Want Book is hung on the side of this cabinet 
and by its use the supply can be kept constantly 
filled from the reserve stock. 

But it is far from the intention of the manufac- 
turers to have this material merely nicely stored— 
it must reach the consumer. Every bill and state- 
ment that leaves the office of this firm carries one 
or more circulars—not picked out at random but 
chosen carefully to appeal to the different types of 
customers. 

In a little rack on the stenographer’s desk are 
labelled compartments containing material for fac- 
tories, mechanics, stores, householders. This as- 
sists greatly in supplying the proper kind of lit- 
erature. The bulk of this material however is 
placed in packages as they are wrapped. A large 
quantity of envelopes was printed with the firm 
name and a little reading matter calling attention 
to some of the Jines. During her spare time the 
cashier fills these with an assortment of seasonable 
literature. At each wrapping counter is kept a sup- 
ply of filled envelopes and every salesman is re- 
quired to place one in every package. In the tool 
department are envelopes containing information 
on the latest and most improved tools. 

It cost considerable labor to bring this idea up 
to its present point of efficiency but once estab- 
lished very little time is required to direct the con- 
stant flow of this valuable material from the store 
into the place where it can produce results—in the 
customers’ hands. 

You may enlarge upon this idea—you may con- 


- dense it—or you may have a better system of your 


own. But—don’t let this material lie idle. Get 
it to the customer in some manner or you are neg- 
lecting a money making opportunity, and the manu- 
facturer might as well keep his good money in his 
pocket. 
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Cashing in on the Ford Bonus—Advertising a Suit Case Line 


Getting After the Ford Rebate Money 


No. 1 (2 cols. x 12% in.).—That every day news 
items furnish many a lead for timely advertising is 
an axiom we have repeated in this department with 
periodic regularity. This ad of W. J. Pettee & Co., 
affords us another opportunity for a the 
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Ford owners will find gcores of handy, conyenient accessories for their 
cars_in our Auto Section. A few suggestions ‘here; 


@ Pullman Tires Cost Less 
than any other standard make and 


Guaranteed for 3,500 Miles 


Puliman Tires carry an absolute guarantee -of 
3,500 miles, and any tires failing to render this 
service will be promptly adjusted on this DVasis. 
and we, as exclusive distributors, are authorized to 
make all adjustments on tires ‘sold by -us, We 
recommend oversize tires. They ride easier and 
give longer service.—Aute Section, First Floor. 


Dash Oi Electric toa Lamp 


Gauge For 
Fords$2.50 


Part shown 


_ here attaches 
fo your dash. 
‘Always - shows 
pe ea ‘of 
nm your en 
tekly 














Rew’ $2.50. 


Trinity Bells For 
Fords $6 














Electric Lighting Out- 











ed a ° 
ornamental fits For Fords $3.50 
Bs A high grade set, in- 
attached. cluding two reflectors 
Ne of sock 


hg oe Wire 
st 
price $6.00, This eet is 
Long Horn Jr an — F $e 
attach’ a 
now 35 represents 
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oe for value i 
orcs, high grade 
each $5.00 outfits we 
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Chas. Chaplin offered. Fit 


Radiator 
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1) Apres tet ete aceite aenaieeiousis Ste oS 
sa ‘ls 

i Eptpresane = 


Will discharge the heav~ 
i grease or oil quickly. 


.00. 
Gem Grease Gun $1.00. 

















Spécial Goods For Adamson 
Ford Cars. Inner Tube Vulcanizer 
Turnér Shock Absorbers, set . 
of four, price............ $15.00 $73is2 
Muffler Cut Out .....-..... $1.00 
Seats Covers—Touring Car.$9.00 
Roadster ..... ees) $7.50 
Tool Boxee ‘oii eecesessceess $2.50 | 
Bumpers for Fords......... $7.50 
Rubber Matts ......«+....- $1.50 
PM WD cccccccacciccesece ' 30 oy 
Inner Tube Vulcanizer.....$1.50 A kandy outfit to h have ch your 
Little Steersman .......... $3.50 car when you ta 
Socket Wrench Set ........ $2.00 Feet ‘Por’ inner aie Tube. price 
Havoline Oil wenn ao, 
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OKLAHOMA CITY, OKLA. 
RAILROAD FARE REFUNDED ACCORDING TO RETAILERS’ PLAN 











No. 1—It was good business—very good business 


62 


THE STORE OF QUALITY 

















AMOTHRE SEW ARRIVAL OF BAGS AND SUIT CASES 


have made this’ purchase oa A! men ord 
a ‘a unusually tow price alle © give our 
_ rons ~ 2 exceptionally good Bag, or Suit Oase at a mole. 


. um price. 
A Rare Value . 


y In one of the new arrivals is the case here show32.- 





and ususily a’ throughout ee Sees States 
for M to $8.00 and really worth that 
OE PU RN oso ccnceccnpteSccthecanaconcéscsccsns $6.00 
LADIES’ STYLISH BLACK BAGS 
\ beautifel and* finely finishéd black crepe leather bag, with lea 
pam two —, eatire dag is is hand sewed. -It’s the best quality 


iain. Size, | 13-in. Size, | 14-in. Size, 





r Uned interior 
ag in the market 





GENTLEMEN'S BLACK LEATHER. BA Gs 








Have hand sewed corners, genuine black’.crepe leather with leather linin 
verter. has four ots. Us ualiy sold in larger cities for $6.50. -A splendi 4..: 
OUR P RICE 18. NLY ener? 696052? ¢ eeeteene Veeereosecreerveseeseoepe $5 .60 
_OUR JUVENILE CASES 
yy are beautiful ute cases made. of ‘genuine cowhide with, hand sewed corners 
jay 4 different s 
"$4. in. 00 14-in. Size, 15-in. Size, | Number 15, 
In a class by re the best and mest convenient of all short trip luggage ‘is the 
| Hartman Suit Case navel 
The newest and istest out. A diack -ename 


in x 
four to five gowns. Will go under Pullman or 
steamer berth, or you can. carry it en the run- 
ning board of your F aptomobite, 


OUR PRICE IS ONLY.:..:........ $16.05 











SEE OUR WINDOW DISPLAY: sume 








No. 2—A line that is very profitable 


thought. A few days ago Henry Ford, the automo- 
bile genius of Detroit, signed about 300,000 odd 
checks, each for $50, and each for a lucky Ford car 
owner. Immediately the big department store firm 
of R. H. Macy & Co., New York, published an ad 
suggesting what the Ford owner could do with the 
$50 in purchasing Ford accessories in the Macy 
store. The response was gratifying in the extreme. 
This live hardware firm of W. J. Pettee & Co. was 
right on the job at the same time out in Oklahoma 
City. We don’t know how many Ford owners skim 
about Oklahoma City but they as well as their 
brothers in New York received a suggestion as how 
to profitably invest the bonus—it looked out at them 
from their favorite newspaper about the same time 
they and the rest of the world got wind of Henry’s 
latest publicity stunt. It was good business—very 
good business. Everything jibed and tied up tight. 
What keener suggestion than that of asking a Ford 
owner to add to the comfort and utility of his car 
with the very money he originally spent to procure 
it? W. J. Pettee & Co. are to be congratulated on 
having a live advertising department. The ad it- 
self is comprehensive and complete in its varied 
appeals which is, of course, essential to its imme- 
diate pulling power. The accessories are illustrated, 
described and priced plainly and they are listed in 
sufficient variety to hit every Ford owner. Sent us 
by C. B. Hunt, advertising director for the Pettee 
store. 
A New Line and a Profitable One 

No. 2 (2 cols. x 64% in.).—This ad comes to us 
from H. W Goeller, advertising manager for the 
Palace Hardware House, a branch of the United 
Hardware & Supply Company, at Erie, Pa. In his 
letter to us Mr. Goeller makes some very interesting 
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not have this department.” This is not theory but 
hot shot from a man on the firing line. Take the 
suggestion home with you and give it some earnest 
consideration. What is being done can always be 
transplanted. Look over this ad, which by the 


The Store of Quality 
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Quality, Secvtenend tetadiaaaen. way, is very neatly arranged. Note the brief but 
res, a gt ty et convincing opening editorial. Again note the di- 


ee bacielinen nee tote: dings tying « we phe pom apn, om pony = e versity of articles and how each article is thor- 


Notice to Our Tool Buyers. = oughly presented. Our only suggestion is to use 
Cun. “Wek te Ge tee ene Monday wil spent + alpacema dia antensedeuns! more illustrations in featuring this line. Of course 
space here is limited, but it is a suggestion to keep 








Here Is a Bargain Our Very Special’ Price in mind. 
We have on hand a quantity of Oil will include : 
Mops us shown in the illustration. This 1 BOTTLE OF OIL A Friday Night Special 


mop has edjustable handle, is mede of 
the’ very best material, an excellent 
ae “for pad yn ywhere apd usually 

e have onty a limited 
aha of these mops. . Come early or 
you will miss a good bargain. 


No. 3 (3 cols. x 9 in.).—Another ad from the 
Palace Hardware House. Referring to this ad, Mr. 
Goeller states that he firmly believes jin the opening 





, A price of. * ¢ ‘e +. 
This mop ean be washed when soiled. 
Made of best grade cotton. 











For Cleaning Up 


Théré will be ~~ in cleans basement 8 a complete line 

















of everything nasded f ing up, includin ( | , 
| Saat oh, Westen be ee J omar- ummers 
_. nthe Galvanised Pals a sew meer werteg sere owe ates 200, Oe hei 
‘ “Basement. . Scrub Brushes, all kinds of eunnreuepes Se and up BEY be 
aT TES argain @wpecials 





A Weekly Offering of Real Live 
Money-Savers For Housewlfe and Husbandman 


SOc Triangular Oil Mop 23c 
Handy: and practically O-Cedar Oil 
indispetsable around the’ Can be used on any floor [© 
house. Gete im those out- ~—_ The very hest oll for 
miptny corners: takes , Cleans and polishos. 

jane Apia of dust and | - me size 


liot las irom your fiw dong Seam, tae 39 | 19. 


Se mat 00 caput, it § 
hes that st age demg 
the water-power > suleher 
that = Be na as though we 
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We. tao B know i it’s "a vod beyond _ 









COFFIELD 


Semi. neg 00 
wil « - rethe ] 4) 
- ve wil aly 

Shown on fhe Mezzanine floor. 


Also Electric — Machi h 

Seapets Sor ne Mestinw wih whew * G00 GOcadup 
Mezzanine Floor for Baby Carriages, Sulkies, Tricycles, Velocipedes, Refrigerators, ete. 
Buy It at the Palace anes 


No. 3—This ad is well illustrated 









































with us, having installed this department last ma... dist Pollahed blade ot, eee 
spring, but, nevertheless, it is going along finely. I re cncivccsexss wae... 


This is a line that is very profitable and there are 


al 
remarks—remarks of vital concern to every hard- — 
ware dealer. Mr. Goeller says, “Enclosed you will ) 
find one of my suit case ads. This is a new line $1.25 Hedge Shears 25c Onion Hoe } 
' 
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no reasons why more retail hardware stores should 





THAT WEEKLY WASH! 


Lighten Its Labour, 
and You'll Live Longer 


s All the year round—Spring, Sammer, Autumn, and Winter—the WEEKLY WASH 
intrudes its nasty, unwelcome p-esence in you hame. 
You can’t get rid of it, but you CAN make it less nasty—a. little less unwelcome | 
HOW ? did you say? Here’. “The Answer,” told in plain, unvarnished language—B 
an4 driven home in sledgchammer style by 


Nock @ Kirby's Noted Low Prices 


EOtmEe pane, ARE A — ti A GOOD, STRONG CLOTHES LINE 
’ £ them an the * always a grand insurance against— 
shortage adds to labor = Sao break, clothes in the mud or dust, and 

Ordinary Kind .. ., 14d dozen. aene vexatious moments— ‘ 
Spring-Kind . ......°4d dozen. Galvanised Wire Kind: 
- 50 75 100 ft. long. 


GALV. IRON WASHING TUBS, round 
16 1820 22°24 (26 28inch pict Tees Oo 
2/9 3/3 3/11 4/12 S/1L 6/6 7/6 ea. - & 
LAUNDRY SCRUB BRUSHES, 21d, 64 
each. 











HANDY WOODEN CLOTHES ~~ 
—On damp, wet days you'll find 
rea] treasures ae ve towels, bbe 


clothes, and so 
STRONG CLOTHES DRAINER, to drain meee as be ve -“ 104d, 
the hot suds -from boiled clothes back © Ae én 2s 0c 


Lawn Weeder =S c L 


Rid your Jawn of those ugly dande- 
lions and other weeds with thie handy 
littie Lawn Weeder. Preserves the 


velvety smoothness of your 
lawn 


ee 


35e Cultivator 


trong and substantial: nicely fin- 
wned witn polished hardw 
handle and cast stcol prongs... c 








A Good Lawn Mower Will Last For Years.’ 


We Guarantee All Of Ours. 


Coldwell Lawn Mowers 


Only the very best grade of stec! used In 
all Coldwell Lawn Mowers. Larger sizes 
yr cael with the patented reversible 
double edge biades. All seif-adjustable 
and perfectly finished. Al! sizes, many 
grades. Here's a few: 




















’ t, 14-inch biade., ........ $2.00 
C 16-inch blade.......+.-+ 3.25 
Colonial, 14-inch blade...... ee 4.50 
Colonial, 16-inch blade.......... 00 
Garden City, 14-inch blade. ..... 6.50 











This handsomely-finished por-. 
top 


FAMILY SCALES 89c 


balanced : vary, accurate. 
Ww your meats. oceries, otc 

guarantee oneal full weight. 
Beautifully finished; clear white 


china dial and white porcelain top. ~ 





Regular $3.50 


G. E. Electric Iron 
$2.19 


_ The famous G. FE. Electric Iron: 
known the world ovor for ite su- 
pecior qualities: heute evenly and 
retains the heat Heating element 
ptactically indestructible, One week 





spécial only at this price. 


isto the copper. Simple—but saves a NICKEL-PLATED es, : arms, 7id 


rtic 

draining table. 7/6 ca ENDLESS PATENT CLOTHES LINE — 

.If you'd only smile sweetly on. hubby 

“ZENITH” papery HOIST. Super- and tell him what a wonderful labor- 

sedes pr kes hanging out easier, saver this is—how you could stand just 

and trings washing day happiness where- outside the wash- note door, and hang 

evet installed. A strong, gaivanised iron out a line full without mee an. inch— 

device, easily fixed to the clothes-line why. you'd have this ingenious invention 
post—and just as easily operated. in your backyard ac — 





OMAR SUMMERS 


315-317 WEST JEFFERSON STREET 
No. 5—You’ve read the ad before you know it 








A Gift at 8/6. Come and sée it ..’.. 12/6. 
LAST, BUT NOT LEAST—“THE BANNER” ROTARY Magee ronal MACHINE — 
Al you do is pour suds into the machine, insert the clothes, and tu handle: It 


sets a “dolly” in motion, which souses the clothes up, down, and rousé—egaiast the 
smooth corrugated sidcs and bottoms of the tub. Result: Better washing in half the 
time, with absolutely no labor. Price £2/15/ each. 


talk or editorial and that he has also found a 
standard slogan and changing catch-lines such as 
“Buy it at the Palace,” “Watch our Windows,” etc., 
of great value. This ad is a special for Saturday 
and Monday buying and with one publicity blast, 
the Palace House gives a punch to the week’s wind- 
up and helps the new week make a propitious start. 
This ad is well illustrated, the copy is detailed and 
convincing and the general layout is excellent. Note 





"Phones: City 4030 (six lints). 


NOCK @ KIRBY,L. 


“The Home of Noted Low Prices for General Hardware and Drapery,” 
188, 190, 192, 194,~194a. GEORGE STREET, a 
17, 18, 19, 21, 23 UNDERWOOD STREET (near Circular Quay), SYDNEY. 











No. 4—This copy is equivalent to having a genial good- 
hearted gentleman step into your kitchen 
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how the mop is starred. The variety of articles 


listed gives the ad a broad appeal. 
Hitting the Nail on the Head 


No. 4 (2 cols. x 8 in.).—This ad comes to us from 
H. T. Nock, secretary of the firm of Nock & Kirby, 
Ltd., of Sydney, Australia. Congratulations are in 
order on this particular ad. It epitomizes the “Blue 
Monday” but it is constructive in criticism. Ways 
and means are outlined for the alleviation of wash 
The text is the notable contribution 
to the announcement. Reading this copy is equiva- - 
lent to having a genial, goodhearted gentleman step 
into your kitchen and in an interesting and pecu- 
washday 


day worries. 


liarly convincing way explain your 
troubles and tell you how to minimize them. Such 





Hardware Age 


copy is the bone and sinew of retail hardware ad- 
vertising. We need more dealers who will read it 
when it is brought to their notice and more dealers 
who will use it in their own publicity. 


A Worth-While Layout 


No. 5 (2 cols. x 10 in.).—Here’s a layout that 
snaps up at you at first glance. It’s bright and 
cheery and you’ve read the ad before you know it. 
It’s from the Bomar-Summers Hardware Company 
of Louisville, Ky., the firm whose snappy ads were 
showed you two weeks ago. It’s a weekly special 
and an established institution at Bomar-Summers. 
The copy is complete in every panel and to criticize 
it we’d have to go altogether too far out of our 
way. 




















A working display of Myers pumps made at the Centennial Home Coming Celebration in Ashland, Ohio, by F. E. 
Myers & Bro., of that city 


Effective Display of Myers Pumps 


igen accompanying illustration shows an effective 
display of Myers pumps, made recently by F. E. 
Myers & Bro., Ashland, Ohio, during the Ashland 
centennial home coming celebration. The photo- 
graph from which this illustration was reproduced 
was taken after a portion of the exhibit had been 
dismantled, but it gives a good idea of the ar- 
rangement of the display of pumps, hay tools, door 
hangers, etc. 

The exhibit was a running one, several of the 
large Bulldozer working heads and the smaller elec- 
trically driven and hydro-pneumatic pressure tank 
system pumps being in operation all of the time, 
from 8 o’clock in the morning until 10 at night. 

An interesting feature of this exhibit was an old 
wagon that was made in 1848, the woodwork having 
been made by George Myers, the father of F. E. 
and P. A. Myers, and the ironwork by John Stude- 


baker, the father of the Studebaker brothers, all of 
whom lived at Pleasant Ridge, six miles east of 
Ashland, at that time. The wagon was made for 
Michael Wise, and has been kept in the family and 
used by them ever since. 

J. M. Studebaker, the only living member of the 
Studebaker brothers, attended the Ashland cele- 
bration for the entire week in company with his 
grandson, J. M. Studebaker, third, and was, of 
course, interested in this wagon. A grain cradle 
was also on exhibition. This was made by George 
Myers in 1850 and it is still intact, every part of it 
being just as it was originally constructed. 


CHARLES C. GATES, president of the Colorado Tire & 
Leather Company, manufacturer of the “Durable 
Treads,” Denver, Col., was in New York during the 
first of the month buying equipment and building sup- 
plies for the addition to the company’s factory at 
Denver. 












Trade Conditions and Iron, 


Steel and Hardware Prices 





A feature of the steel market continues to 
be the enormous demand for steel for the 
Allies, and the quantity of steel that is being 
shipped abroad in various forms, including 
shrapnel, is steadily increasing all the time. 

Russia has just placed a contract with the 
United States Steel Corporation for 65,000 
tons of rails. 

France and Italy are also buying steel 
heavily in this country, France buying very 





MARKET SUMMARY FOR THE BUSY READER 


large quantities of steel rounds for making 
shrapnel, while Italy is buying Bessemer pig 
iron and steel billets. 

The local hardware trade of the Pittsburgh 
district is in fairly satisfactory shape, some 
jobbers reporting large increases in business, 
while others say their business has grown 
only in a moderate way. Buyers are placing 
orders more frequently and for larger quan- 
tities. : 








PITTSBURGH 


Office of HARDWARE AGE, 
Pittsburgh, Aug. 24, 1915. 


FEATURE of the steel market continues to be the 
enormous demand for steel for the Allies, and 
the quantity of steel that is being shipped abroad in 
various forms, including shrapnel, is steadily increas- 
ing all the time. It may not be generally known, but 
it is a fact that all the war contracts contain anti- 
cancellation clauses, so that even if the war should end 
suddenly, the contracts on the books of the American 
steel mills would be filled and shipped. The usual 
mode of payment on these war orders is for the country 
purchasing the material to pay 25 per cent in cash 
to the sellers on acceptance of the order, and the re- 
mainder as soon as the goods are loaded on dock in 
New York. Russia has been the chief buyer for some 
time, particularly in rails. Russia has just placed a 
contract with the United States Steel Corporation for 
65,000 tons of rails to be rolled at the rate of 1000 
tons per day at the South Chicago mills, and this order 
is particularly valuable at this time, as it gives the 
Besesmer capacity at South Chicago a large amount of 
work, the demand for Bessemer steel not being as heavy 
as for open-hearth. Russia has also placed 60,000 tons 
of rails with the Cambria Steel Company to be rolled 
at Johnstown, Pa., and 40,000 tons with the Pennsyl- 
vania Steel Company to be rolled at Steelton. Russia is 
also closing up for about 10,000 tons of railroad spikes, 
or about 100,000 kegs in all. Part of this order has 
been placed with the American Iron & Steel Mfg. 
Company at Lebanon, Pa., and part with the Illinois 
Steel Company at South Chicago, and the remainder 
will likely come to Pittsburgh makers. 

France and Italy are also buying steel heavily in 
this country, France buying very large quantities of 
steel rounds for making shrapnel, while Italy is buying 
Bessemer pig iron and steel billets. Italy now has 
inquiries in this country for 35,000 to 40,000 tons of 
steel billets. Foreign inquiry for tin plate is also fairly 
heavy, local tin plate mills having recently shipped two 
orders of 25,000 boxes each to South America. There is 
also- heavy foreign inquiry for nuts and bolts, rivets 
and practically for all kinds of finished iron and steel 
in the heavy and light forms. 

A strong feature of the situation is that specifica- 
tions coming to the mills on new orders and on con- 
tracts placed some time ago are in excess of output, 
and on some forms of steel, the mills are getting back 
in deliveries seven to eight weeks. This is particularly 
true of steel bars, the demand for which has been 
enormous for some time. Prices are very strong, and 


the Carnegie Steel Company has just announced that 
its price on plates, shapes and bars for the remainder | 
of the year is 1.35c., f.o.b. Pittsburgh. However, other 
mills are still naming 1.30c. on plates and occasionally 
1.25¢c. can be done. There is some new open-hearth steel 
capacity being erected, the Youngstown Iron & Steel 
Company just finishing up a new plant at Youngstown, 
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Ohio, containing three 85-ton furnaces, while the Brier 
Hill Steel Company is building another open-hearth fur- 
nace on which record time is being made. 

In structural steel a large amount of work is coming 
out, recent large orders including 7500 tons taken by 
the Jones & Laughlin Steel Company of this city for 
a new freight warehouse for the Pittsburgh & Lake 
Erie Railroad on the South Side, and the McClintic- 
Marshall Company of this city for 6000 tons for new 
buildings for the Baldwin Locomotive Works at Eddy- 
stone, Pa., in which war munitions will be manufac- 
tured. Business placed in July in structural steel was- 
equal to 86 per cent of the entire capacity of the 
country. 

Pig iron markets were relatively quiet during the past 
week, compared with the great activity of the several 
weeks previous. Prices, however, are very firm, and ° 
consumption of pig iron is heavier now than at any 
time in.two years. Foundry iron advanced 50 cents a 
ton in the past week. Bessemer is very strong at $15.25, 
Valley furnace, and the Shenango Furnace Company at 
Sharpsville, Pa., has sold 3000 tons for shipment to 
Italy. 

The rapid decline in prices of spelter is shown in 
reductions of $8 to $12 a ton on galvanized steel pipe, 
and a steady decline in prices of galvanized sheets, 
which are now freely offered at 3.60c. for No. 28 gage 
at Pittsburgh. All indications point to great activity in 
the iron and steel trades over the remainder of this 
years at least, and probably through all of next year. 

The local hardware market is in fairly satisfactory 
shape, some jobbers reporting large increases in busi- 
ness, while others say their business has grown only 
in a moderate way. The cold, wet weather that has 
prevailed all this summer has interfered to some extent 
with new demand for some lines of hardware, but other 
lines have been very active. The continued advances 
on nearly all lines of goods carried by the hardware 
trade have quickened the demand and buyers are plac- 
ing orders more frequently and for larger quantities. 
Prices are likely to be higher and a slight advance in 
bolts was made last week. 


Wire Naits.—The domestic demand for wire nails 
is fairly active, but is showing some increase, and the 
mills believe that by the middle of September will 
be quite heavy. There is also some foreign demand for 
wire nails and shipments are large. Some contracts 
are still on the books of the mills at the $1.55 price, and 
specifications against these are active. Prices are very 
firm, due to the higher market on steel, and an advance 
of 5c. was made yesterday. 


We quote on new orders, wire nails in large lots to jobbers, 
$1.65 base; in carload lots to retailers, $1.70 base; less than 
carload lots, $1.80; galvanized nails, 1 in. and longer, $1.75 
extra, or $3.40 base; shorter than 1 in., $2.25 extra plus the 
regular nail card extras. 


Cut Naits.—The market is fairly active ir demand, 
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good shipments of cut nails being made to the South, 
where they are largely used. 


We quote cut nails, $1.60 per keg in carloads and larger 
lots to jobbers; carloads to retailers, $1.65 f.o.b. Pittsburgh, 
terms sixty day s or 2 per cent off for cash in ten days, 
freight added > point of delivery. 


Bars WIRE.—Demand has opened up very actively, 
and nearly all makers of barb wire report that with 
domestic orders on their books, and also foreign orders, 
which are heavy, their output of barb wire for re- 
mainder of this year is practically under contract. A 
Youngstown maker of barb wire has recently taken 
several large orders for export to France and England. 
Prices are firm, and it is stated that on most of the 
orders for export higher prices are obtained than for 
domestic. 


Plain annealed wire is $1.40; galvanized barb wire and 
fence staples, $2.50; painted barb wire, $1.70, all f.o.b. Pitts- 
burgh, with freight’ added to point of delivery, terms thirty 
days net, less 2 per cent off for cash in ten days. Prices on 
woven wire ew | are 69 per cent off in carload lots, 68 per 
cent on 1000-rod lots, and 67 per cent on small lots, f.o.b. 
Pittsburgh. 


FENCE WIRE.—Demand is active and prices are firm. 
Jobbers of wire fence are accumulating large stocks 
in the expectation of a heavy fall business, and fabri- 
cators are also buying fence wire freely and are look- 
ing for a very active fall trade. Prices are firm. 

Prices are as follows: Annealed fence wire in carload lots 


to jobbers, $1.40 base; galvanized $2.20 with the usual ad- 
vances charged to jobbers for small lots from store. 


IRON AND STEEL Bars.—Steel bars are probably the 
most active item on the list of hot rolled products, local 
mills making steel bars being well sold up for remainder 
of this year. Very heavy orders for steel rounds for 
shrapnel are still being placed by the Allies with mills 
in this country, France being in the market at present 
for over 100,000 tons. The new demand for iron bars 
is active and prices are firm. The Carnegie Steel 
Company has put its price on steel bars for remainder 
of this year to 1.35c., f.o.b. Pittsburgh. The demand 
for steel bars for reinforcing purposes is good and 
prices are firm. 

We quote steel bars at 1.30c. to 1.35c. for third quarter, the 
lower price for small lots. 

We quote common iron bars at 1.30c., refined iron bars, 


1.35c. to 1.40c., and railroad test bars at 1.40c. to 1.45c., f.o.b. 
Pittsburgh 


Tin PuLaATeE.—A local mill recently made shipment of 
two lots of 25,000 boxes each of tin plate to South 
America. Large inquiries are being received from Italy, 
France and England, and also from Asia. Specifica- 
tions against contracts are holding up very well and 
several local tin plate makers say they are filled up 
for remainder of this year. Prices are firm. 


We quote 100-lb. coke plates at $3.10 to $3.25 per base box, 


depending on the order. 
We quote 100-lb. terne plates at $3.15 per base box, f.o.b. 


Pittsburgh. 
SHEETS.—A few days ago the American Sheet & 


.Tin Plate Company advanced its price on blue annealed 


sheets to 1.40c. minimum, and the market is now 1.40c. 
to 1.50c., depending on the order. Galvanized sheets 
have shown a sharp decline, owing to the fall in prices 
of spelter, and are now freely offered as low as 3.60c. 
for No. 28 gage, f.o.b. Pittsburgh. It is said that spelter 
was offered late last week as low as 10%c., East 
St. Louis, while a few months ago it sold as high as 
24c. and 25c. The new demand for black sheets 
is more active, and prices are firm at 1.85c. to 1.90c. 
for No. 28 gage. We now quote Nos. 9 and 10 blue 
annealed sheets at 1.40c. to 1.50c.; No. 28 black, 1.85c. 
to 1.90c., and No. 28 galvanized, 3.60c. to 3.75c. Makers’ 
prices for mill shipment on sheets of U. S. Standard 
gage, in carload and larger lots, on which jobbers 
charge the usual advance for small lots from store, are 
as follows, f.o.b. Pittsburgh, terms 30 days net, or 2 
per cent cash discount in 10 days from date of invoice. 


Blue Annealed Sheets 
Cents per lb. 
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Box Annealed Sheets, Cold Rolled 
Cents per Ib. 
hs ae ME A wk ks ek sae de Oa ae wns 6 ow 1.50 to 1.55 


i A oe ee gl 1.50 to 1.55 
Rt Oe Oe Se are ere ee ar es 1.55 to 1.60 
Fee en ne ee en ee Sola Wea eae’ 1.60 to 1.65 
I RM Ne a i o's wb ee 1.65 to 1.70 
Sn * eke s 1.70 to 1.75 
I I i it kote be owe 1.75 to 1.80 
RE ROR RPE Ee a ae ae Dy a, Oe eR ee 1.80 to 1.85 
eM cease eee koa s a kink 60s ak WOO d 6m 1.85 to 1.90 
i I ak pss aa So Ne ee ers Sat bold ola bie 1.90 to 1.95 
I SS i ees ah 2.00 to 2.05 


Galvanized Sheets of Black Sheet Gage 
Cents per Ib. 


i ee ee eee oe eat mne eee 6 2.60 to 2.75 
ee ee ee tell eee 2.70 to 2.85 
Nos. ae SS 4-6 S's CL4 Gad Ae oy 0.66.0 0'C bm 2.70 to 2.85 
SD 2.80 to 2.95 
See: ee ee hae ee. one cee ee oe eS ee ee ees 2.95 to 3.10 
I Se oe mee 3.15 to 3.30 
ee MOG Sn Od & tie bad wae ete ech ewe en 3.30 to 3.45 
a tee, ae ie ae ives Minas bss alae lt o's 3.45 to 3.60 
a a ee 3.60 to 3.75 
NT BRON, Be BES ay ay = ge aga OO 2g 4.35 to 4.50 
een AB RS ier, SAREE. Nig RIS RS ar ea pee 4.60 to 4.75 


CORRUGATED ROOFING SHEETS BY WEIGHT 
Gages, cents per Ib. 


Painting: 29 to 28 19 to 24 ~ to 18 
Peer, OP ee bn ob ccc wie e 0.15 0.10 0.05 
Gs WUE © oo cin a vc ce Swe. 0.25 0.15 0.10 

Forming: 

2, 2%, 3 and 5 in. corru- 
ne i 0.05 0.05 0.05 0.05 
2, V-crimped without sticks 0.05 0.05 6.05 PtP 
to 1% in. corrugated. 0.10 0.10 0.10 
3, V-crimped without sticks 0.10 0.10 0.10 
Pressed, standard seam, 
with ‘cleats ae eee 0.15 0.15 
Plain roll roofing, with or 
Wpemeue  GROEM oo ec ase 0.15 0.15 0.15 
3/15 in. crimped ....csecce. 0.20 0.20 0.20 
Weatherboard siding ......... 0.25 0.25 
I Me og oe Lie pe 0.25 0.25 
Rock face brick and stone 
ee ce ek ae 6 0.25 0.25 
Roll = cap roofing with 
caps and cleats ........ 0.25 0.25 
Roofing valley, 12 in. and 
ee ot Soba bs uw bees cocs 0.25 0.25 
Ridge roll and flashing 
(plain or corrugated).... .... 0.65 0.65 0.65 


Nuts, BoLTs AND RIVETS.—Foreign demand is heavy 
for nuts and bolts, local makers stating they are making 
regular shipments. As a rule, higher prices are being 
obtained on nuts and bolts on foreign orders than for 
domestic. Prices on rivets are very firm and on bolts 
have shown a slight advance. Discounts to the large 
trade are as follows: 


U. 8S. 8. Cold Punched Blank and Tapped Cham- 
fered, Trimmed and Reamed 


2 eo eG eee 7.4c. per Ib. off 
in. and larger, obra tn GD aa. a eck 6.9c. per lb. off 
ts SE EE sw) 6 0 os ope Wc Riwca.e b e's eas 5.5¢c. per lb. off 
Semi-Finished Tapped 
a ek, BO no dc Kh édeectveenes 85-10-5 off 
ge = Pe re ee ee 85-5 off 
Black Bulk Rivets 
7/16 x 6%, smaller and shorter........... 80-10 off 


Package Rivets, 1000 Pcs. 
Black, metallic tinned and tin plated... - 75-10-10 off 
Discounts on bolts to the large trade, effective from 


July 21, are as follows: 


Machine bolts, h. p. nuts, % x 4 in., smaller and shorter, 
rolled, 75, 10, 10 & 10; smaller and shorter e ys 1. 10 & 
5; larger or longer, 75 & 10. Machine arg : & T. 
nuts, $9 x 4 in., smaller and shorter, 75, 7, a larger, —* 
longer, 70, 10 & 7%. Common nT ‘poits 
smaller and shorter, rolled, 75, 10, 10 & BF KR, bow 
shorter, cut, 75, 10 & 10; larger or longer, ts & 5. Bolts 
without nuts, 6 in. and es extra 10; longer lengths, 
extra, 5. Blank bolts, 75 & 1 Bolt ends with h. p. nuts, 75 
& 10: Cc. P. Cc. & T. nuts, 70, 10 & 7%. Gimlet point coach 
screws and cone point — screws, 80 & 15. Nuts, blank or 
tapped, h. p. square, 6c. lb. off; h. p. hexagon, 6.70c. lb. off ; 
C. P. Cc. & T. square, E Bc lb. off; hexagon, % in. and up, 
7c. lb. off; smaller, 7.50c. lb. off; Cc. P. plain, square, 5.40c. 
lb. off; hexagon, 5.80c. Ib. off; C. P. semi- finished, hexagon, 
5 in. and up, 85 & 10; smaller, 85, 10 & 10. 


WroucHut PrpPe.—Discounts on galvanized iron and 
steel pipe up to 6 in. in size have been increased six 
points, or a reduction of $12 a ton, and on sizes larger 
than 6 in., four points, or a reduction of $8 a ton. It is 
said that relatively a small amount of galvanized iron 
and steel pipe was sold at the higher prices ruling 
for the past month or two. The demand for merchant 
pipe is fairly active, but for oil country goods is light. 
The following are the jobbers’ carload discounts on 
black and galvanized iron and steel pipe on the Pitts- 
burgh basing card, in effect from Aug. 16, 1915, all 
full weight: 





August 26, 1915 


Butt Weld 
Stee 
Inches Black Galv. | Inches Black. Galv 
1%, % and %.... 72 46% | wand &% ...... 64 37 
ye) Teed ace'é & ad 76 59 Be, ere re Oe 64 37 
© 6 Beek secs 79 RS * SRR i rpg 47 
| & t0:9%....... 71 52 
Lap Weld 
2:  caiheen eee 76 60 Pe thet bw eu CRG 55 36 
24 ten. 78 ~=—«62 £ Bigtahadbe teeters 66 47 
(oe te 58% Pe atide cacves 67 49 
13 and 14....... 62% .. if OP Oienta ca 69 52 
ave teWeknues : | 4 2 POPs 52 
FW Bs nik be hee 67 50 
Reamed and Drifted 

1 8: Bee... 77 6114 1 to 1%, butt.... 69 50 
2, Bn hike ce a 74 5814 ow ieas a ads 69 50 
2% to 6, lap..... 76 60% | 1%, lap .....2!: 53 34 
336. SO Gi. éisues 64 45 
Be SO ok SA ia a 65 47 
2% to 4, lap.. 67 50 

Butt Weld, extra strong plain ends 
1%, 4% and %&... 67 49% SP e ea are 61 43 
bata 6 eiowe eww 72 6242 B.S aks eS. ee 51 
GP Bec s hex 76 62 2 2. Saree 70 53 
S Ge ke wicn eee: 7 631, Zand 2%....... 71 54 

Lap Weld extra strong, plain ends 
ES ciguwaswtetvns 73 571% Res dads chew eee 65 48 
rei ae 75 59% a cin = wink Gh ae lee 67 49 
05 Oe Bike es ee 74 58 2 OG oo 69 52 
a Pea are 8 50 4 OG na oes 68 51 
D. CR Bak te woe ter 63 45 See ee 61 44 
ee. eat 56 39 








Office of HARDWARE AGE, 
New York, Aug. 23, 1915. 


LS hegre business in New York and the vicinity 

is extremely quiet. It has been quiet for months 
and this condition is more noticeable at the present time 
than at any period since England’s declaration of war 
against Germany. There is grave fear of serious com- 
plications with Germany. The sinking of additional 
ships under circumstances so similar to the Lusitania 
outrage has set business men in this district thinking 
most seriously. The belief prevails that we must break 
diplomatic relations with Germany. Business men seem 
to be unanimous in their desire that the United States 
government take immediate steps to prepare for na- 
tional defense. 

It is felt that an expenditure of 500 millions on the 
navy would be good insurance and other branches of the 
service are included in desires that at last give some 
promise of being realized. 

This talk of danger and of increased national de- 
fense has increased the already depressed building sit- 
uation and outside war munition plants building is at 
a standstill. From a commercial viewpoint it is for- 
tunate that so many hardware manufacturing plants 
are making war orders. 

New York is quick to feel depression and in case of 
serious trouble which might lead to war the business 
men of this great harbor are justified in going carefully 
until something definite comes out of the present nego- 
tiations. The banks are loaded with money which can 
be borrowed on most reasonable terms. Fear is the 
stick in the spoke which is halting business. 

Perhaps it would be fairer to say doubt instead of 
fear, for business men will indeed welcome a clearing of 
the clouds. Enormous exports from this port continue 
to break records, but shipments are composed largely of 
supplies to the European belligerents. Domestic busi- 
ness is extremely dull. 

Wire Naius.—The local nail business shows no im- 
provement, but general conditions considered, is fairly 
satisfactory. During the past week jobbers have ad- 
vanced their prices of nails out of store 5c. per keg 
and quote wire nails out of store based on $1.95 per 
keg when taken away by the purchaser. 

WINpbow GLAss.—Stocks of A grades of glass are 
quite badly depleted, and certain popular sizes are being 
filled with larger sizes, which must be cut to suit cus- 
tomers’ needs. Trade is still dull, though there is an 
improvement over the business the past two weeks. 
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To the large jobbing trade an additional 5 per cent is 
allowed over the above discounts. 

The above discounts are subject to the usual variation 
in weight of 5 per cent. Prices for less than carloads are 
two (2) points lower basing (higher price) than the above 
discounts on the black and three (3) points on galvanized. 


BoILeER TUBES.—Discounts on less than carloads, f.o.b. 
Pittsburgh, freight to destination added, in effect 
from July 16, 1915. 


Lap Welded Steel Standard Charcoal Iron 
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Locomotive and steamship special charcoal grades bring 
higher prices. 

1% in., over 18 ft., 10 per cent net extra. 

2 in. and larger, over 22 ft., 10 per cent net extra. 


YORK 


Window glass, AA and A grade, single and double thick, 
is quoted at 90 per cent, B quality 90 and 10 to 90 and 15 
per cent for single thick and 90 and 15 to 90 and 20 per 
cent discount on double thick from jobbers’ lists. 

LINSEED O1L.—There is only a fair amount of busi- 
ness doing at present in linseed oil, the turnover cover- 
ing only small quantities, while in large trade there is 
practically nothing moving. 


Concerning the flaxseed crop, it is maturing rapidly, 
the weather for which is ideal and never better at this 
particular season of the year, the large interests say. 

Linseed oil, raw, city brands, in 5 or more barrels, is quoted 
at 54c. and less than 5 bblis., 55c. per gallon. 

State and western oil in less than carloads is 52c. per gal- 
lon, and carloads 50c. to 5l1c., according to the seller. 

NAVAL StTorRES.—There has been but slight inquiry 
during the past week for naval stores, especially tur- 
pentine and rosin, buyers being very conservative 
and following a cautious policy, waiting for a better 
situation in the primary market where the receipts 
are absorbed usually after concessions. The jobbing 
trade is only for necessities and sales of large lots are 
few. 

Spot turpentine has been quoted at 40%c. per gallon, with 
but indifferent inquiry. 

Rosins are dull and nominal, generally at previous levels, 
from which there are sometimes concessions. 

Common to good strained, on the basis of 280 lb. per barrel, 
is quoted at $3.25 and D grade at $3.45 per barrel in yard. 

Rope.—Rope business on the Atlantic Coast is not 
normal, but when the unusual conditions surrounding 
the market and the trying situation of hemp growers 
are taken into consideration, distributors are disposed to 
feel that their troubles might be vastly greater. 


There has been no change in market conditions or 
prices during the past week. Sales are few and for 
immediate delivery to satisfy imperative demands. The 
possible destruction of sisal hemp stored in Mexico still 
causes concern. 

Prices are on the same basis as they have been with first 
grade Manila rope at l4c. base per pound from jobbers. 

CoPpPpER AND Brass.—The situation in these materials 
is, in the main, as it long has been, with manufacturers 
declining to quote, except from day to day, having 
long ago abandoned published prices customary during 
normal times. 

About the only prices quotable are, base copper wire, 
for electrical purposes, carloads, mill shipments, at 19c. 
per pound, base and copper sheets, 23c. base. 
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Jornt Brothers’ battleship window display. 


Strong Display Featuring “Made 
in U.S. A.” 


ORNT BROTHERS, 117 Milwaukee Avenue, 
Kenosha, Wis., recently made a strong ‘“‘Made 
in U. S. A.” window display. The central figure of 
this display was a boat. The framework of the 
hull was made of wooden strips, measuring 1% x 
1 in. Around this was stretched 4-in. galvanized 
wire screen, covered with tar felt, which was alumi- 
num bronzed. 

The port holes were cut out of the tar paper and 
brass oilcloth binding answered for a frame, with 
a piece of mica wired to the screen. The deck 
wash-outs were two mail-box plates. Representing 
the rail of the hull was a 3%4-in. garden hose, and 
two nail saws serving as the shoe on the bow. 
The deck and cabin were made of wood and cov- 
ered with asphalt shingles. 

The turret was made of a piece of galvanized 
iron, bent in the shape of a half-circle with three 
wooden faucets projecting from the side and front. 
Above this was a wooden chopping bow] attached 
to a rotary water motor, which operated the flash- 
light on the top of the bowl. The spars were two 
dandelion spuds with cake molds as crow’s nests. 

Ladders or riggins from the hull of the boat 
to the crow’s nests were made of brass picture 
chain. Two 4-in. stove pipes were placed on the 
cabin for stacks with steel wool to represent smoke. 
A piece of gas pipe and a small funnel served as 
an exhaust pipe with white waste as steam. On 
the forward deck were two No. 2 Universal food 
choppers and stuffer attachments with the hoppers 
filled with large cartridges for machine guns. 

On each side of the pilot house was placed a 
boy’s lantern with red and green globes and a 
bright light on the spar. The wheelsman did not 
lose his course operating his wheel composed of a 
chalk line spool and a leather pump valve with 
elothes pins answering as grips. On each side of 
the boat were bent fire pokers or davits with pulley 
blocks and chalk line supporting stove polish 





The “Made in U. S. A.” poem is hanging at the left 


brushes as life boats. On each side of the bow 
was a lap-last serving as an anchor. Hanging in- 
side of the boat behind the port holes were soap 
dishes used as bunks and oil stove wicks for bed- 
ding, with sailor dolls at rest. Two cleaning rods 
for a .22-caliber rifle, attached to each spar with 
copper wire adjoining them, led to the pilot house 
and answered as a wireless. 


Meeting of Cincinnati Hardware 
Guild 


§ apes Cincinnati Hardware Guild held a meeting 
at the Hotel Gibson on the evening of Aug. 17, 
at which a number of members were present. John 
Weigel, president of the guild, presided, and he 
gave a talk on his recent trip to the National Hard- 
ware Association Convention. He especially com- 
plimented Roy F. Soule, the editor of HARDWARE 
AGE, on Mr. Soule’s able address at the convention 
on the trading stamp evil, as it vitally concerned 
the hardware trade. 

The next meeting of the guild will be held on the 
evening of Sept. 21 at Rosskopf’s Garden, on Gil- 
bert Avenue. Retail dealers in Newport and Cov- 
ington, Ky., will be invited to attend the coming 
meeting. 


Missouri Association to Meet 


in February 


ST. Louis, Mo. 
To the Editor: 

The Missouri Retail Hardware Association has 
selected Feb. 15, 16, 17, 18, 1916, as the dates for 
its next hardware convention and exhibit. 

Very truly yours, 
F. X. BECHERER, Secretary. 


SOME ADVERTISERS SAY: “As soon as business picks 
up I'll advertise.” Fancy a gardener saying: “I’ll wait 
till harvest time to sow my seeds.”—The Caxton 
Magazine. 
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“PEERLESS” 


Storm Sash 
Hangers and 
Fasteners 


















Seasonable Hardware 
BRINGS 


Reasonable Profits 


With the coming season many house owners will be putting up Storm 
Sash. They will be interested in the necessary hardware and will quickly 
understand the superiority of “Peerless’’ Hangers and Fasteners. Once in 

place on these Hangers, windows can be taken down or put up in a 

moment’s time without the use of ladder, screws, tools or trouble. Just 
hook and unhook. The fasteners hold windows firmly, either open fot 
ventilation, or shut to keep out a wintry storm. Our 1719 fasteners are 
made both in 5-inch and 10-inch lengths, 5-inch for windows four 

feet high and smaller; 10-inch for windows over four feet. 

“Peerless” Hangers and Fasteners are correctly designed, 
made of the best wrought steel, and easily applied. They are 
neatly finished in Japan or “Stanley” Sherardized, the finish 
that prevents rust. Full length screens may be hung on the 
same hooks in spring. 


Order Stanley Number 1717 
Hangers and 1719 Fasteners 


















and be prepared to take care of 
your customers’ wants with the 
best line you can buy. 









See page 27. 


When wisiting the Panama-Pacific Exposition, 
you are invited to make your headquarters at the 


Stanley Booth, Block 26, Manufacturers’ Bidg. 
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The Peerless Handcuff 


The Peerless Handcuff Company, 
47 Dwight Street, Springfield, Mass., 
has recently placed upon the market 
an entirely new style of handcuff. 
This handcuff is light enough to be 
carried in the vest pocket, and suf- 
ficiently strong to meet all require- 
ments, it having the added advantage 
of being always ready for use. One 
of the principal features claimed for 
this handcuff is that it will positively 
not become locked in the pocket. 

The Peerless handcuff is so made 
that the locking jaw can be continu- 
ously revolved until stopped by a 
person’s wrist. If it is closed by a 
person resisting arrest it can be 
opened by the officer with one hand 
by pushing the jaw of the handcuff 
around once without the use of a key. 
(See dotted line on cut.) The Peer- 
less is self-locking, when placed on a 
person’s wrist. It can then be locked 
in a fixed position if desired by one 
complete turn of the key. This hand- 
cuff is light in weight, weighing 12 
oz., and it is not a burden to carry. 

Simple construction features this 
device, it having no _ projecting 
shoulders and there being nothing 
about it to tear or rip the pocket. It 
is furnished in either highly polished 
nickeled or blued steel as desired. 
This handcuff is manufactured for 
the Peerless Handcuff Company by 
Smith & Wesson, the well known re- 
volver manufacturers, from high 
quality bright drawn steel. 

The Peerless handcuff is now in use 
by the United States Government, 

















The Peerless handcuff. 


Secret Service Division, by the Cana- 
dian Government, the Government of 
Porto Rico and the Worcester ( Mass.) 
Police Department. These handcuffs 
sell at $5, $5.50 and $6 per pair, ac- 
cording to the quantity purchased. 


The “Hydro” Vacuum 
Cleaner 


The Hydraulic Vacuum Cleaning 
Company, 1038 Jenkins Arcade Build- 
ing, Pittsburgh, Pa., is manufactur- 
ing the “Hydro” vacuum cleaner. This 
device has no moving parts and it is 
noiseless. The suction generator of 
the “Hydro” can be placed in a very 
small space in the cellar, with pipes 
leading to the different parts of the 
building. 

It is stated that, when once in- 
stalled, this cleaner requires no 
further attention nor adjustment. 


NEW GOODS AND NOVELTIES 


Products Being Placed on the Market by Hardware Manufacturers 


When it is desired to operate the 
cleaner the water is turned on. It 
may be. controlled from the first or 
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The “Hydro” vacuum cleaner 


second floor of the building or any 
other convenient place. The neces- 
sary suction is generated by the dis- 
charge of a small stream of water 
(about one-tenth of the volume used 
by the ordinary kitchen faucet) which 
passes through an inclosed jet. 

As the dust and dirt is pumped into 
the receptacle under considerable air 
pressure, it comes back into the room 
where the “Hydro” cleaner is in- 
stalled. This cleaner discharges all 
of the dust and dirt directly into the 
sewer under high pressure. 

As standard equipment, the com- 
pany furnishes with each “Hydro” 
cleaner 2 wall plugs, 2 wall flanges, 
1 hose connection, 1 cleaning handle, 
1 observation glass, 1 8-in. floor-tool, 
1 deep floor tool (for lint, ravelings, 
etc.), 1 drapery tool, 1 tufting tool 
(for upholstery and mattresses), 1 
hardwood floor or felt faced tool (to 
prevent scratching finely polished 
surfaces), 25 ft. of 1%-in. hose. 


Knife and Razor Cases 


The Novelty Case Company, Johns- 
town, N. Y., has placed upon the mar- 
ket a new line of knife and razor 

















New knife case placed on the market by 
the Novelty tad train Johnstown, 
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cases. The knife case, which is shown 
in the accompanying illustration, is 
made from select, heavy weight,, plia- 
ble grey African glove mocha, being 
very soft and nappy, and the case is 
lined with a chemically treated flan- 
nel, making it both tarnish and rust 
proof. 

The company states that, although 
these cases are made in a superior 
manner, they are being sold at prices 
which will enable the hardware re- 
tailer to give them away with the 
pocket knives he sells or to retail them 
at a very small price. To increase re- 
tailers’ sales, the company is distrib- 
uting free display cards to its dealers. 


Boxwood Rule Display Case 


The Lufkin Rule Company, Sagi- 
naw, Mich., has put out a very suit- 
ably designed, dark oak, glass front 
ease for displaying boxwood rules. 

The frame, 12% in. by 17% in. by 
2% in. in size, is supported in a re- 
clining position, and into it is fitted 
the case or tray containing the rules. 
A concealed fastener at the back of 
the case holds the tray securely in 
place, serving also as a lock, prevent- 
ing theft of goods. The tray can, 
without any trouble whatever, be 
dropped back and rules taken from 
it or tray can be removed altogether 
for the customer’s closer inspection of 
the goods. This case can also be used 
entirely by itself in a regular show 
case or window. The construction is 

















Lufkin boxwood rule display case 


such that the tray adapts itself to 
these different uses. 

The case contains about 6 doz. rules 
of twelve styles, the largest quantities 
of these numbers being those that are 
most commonly used. It gives a good 
variety to the dealer, and at the same 
time a small stock, but one that will 
take care of all his ordinary require- 
ments. 

The case and assortment of rules is 
sold as a unit known as the No. 10 
assortment and it is shipped securely 
packed, with the rules all so arranged 
in the case as to be ready for display 
soon as unpacked. It presents a very 
neat and attractive appearance, and 
is a silent rule salesman, keeping the 
stock in compact and most present- 
able shape at all times. 
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HUNDREDS OF 
BARN DOORS 


in your trade zone are 
waiting for those 
trouble proof, jump 
proof, bird proof 


R-W 


Barn Door Hangers 
Whatever the need, 


if the doors can be 
sliding doors, a hang- 
er tosuitcan be found 
in the R-W Line, for 
it includes ““A Hang- 
er for Any Door that 
Slides.” 


Richards Wilcox 


mms] MANUFACTURING Co. Eg 


&} AURORA ILLUSA. 


Ri wae -Wilcox Canadian Co., Ltd., London, Ont. 
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Aluminum Cooking Utensils 


The Aluminum Sales & Mfg. Com- 
pany, Inc., North Capitol Avenue and 
Walnut Street, Indianapolis, Ind., has 
placed upon the market a number of 
new articles. The ones shown in the 
accompanying illustrations include a 
steel gas plate, an aluminum perco- 
lating coffee pot, a lipped fry pan, a 
mixing bowl, and the “Galt” coffee 
maker. 

This latter product, the company 
states, is a decided innovation in the 
aluminum field. With it coffee can be 
made with a richness of flavor that is 
exceptionally good. The “Galt” coffee 
maker is stamped from pure, hard 
sheet aluminum and is of sturdy con- 
struction throughout. It is provided 
with a solid ebonoid handle of the im- 
proved no-heat design. It is furnished 
only in a 3-qt. size. 

The company states that the long 
curved sides and small bottom of the 
mixing bowl are very handy and use- 
ful. It is made of hard sheet aluminum 
with a highly polished outside finish 
and the natural hard finish of the 
rolls on the inside. 

The new line of lipped fry pans is 
exceptionally practical, these pans 
being made with two lips. The 
handles are riveted to the bodies of 
the pan with extra large heavy alumi- 
num rivets. The pans are made in 
three sizes, 9, 10 and 11 in. in 
diameter. They are finished bright 
outside and with a natural high finish 
on the inside. 

Another of the new designs of. the 
Aluminum Sales & Mfg. Company is 
the aluminum percolating coffee pot 
shown here. These new styles are 
some of the many recently added to 
the company’s line. 

The steel gas plate is stated to be 
an item of much value, notwithstand- 
ing its low price. It is particularly 
suited for use under percolating coffee 
pots, teapots, etc., as it protects the 
side of the pot and at the same time 
concentrates the heat at the place 
needed, saving the wooden handles 
from being scorched, as well as the 
high polish or luster of the utensil 
from being ruined. It is made of 
heavy steel. 


A New High-Grade Ice Awl 


Sargent & Co., New Haven, Conn., 
have just placed on the market the 
ice awl illustrated herewith, which 
has been designed to meet the demand 
for a high grade article. 

This awl, which has been desig- 
nated No. 20, is made with a finely 
tapered and polished tempered steel 
point which will penetrate ice readily. 

The handle is made of cast iron, 
tinned to prevent rust, and is so 
shaped that it may be held in the 
hand of the user comfortably, while 
the opening affords an opportunity 
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Top: two percolating coffee pots; bottom: fry pan, mixing bowl and gas plate. 


New 


products of the Aluminum Sales 4 Mfg. Company, Inc. 


for hanging the awl on a hook or nail. 
When laid on the top of the refrigera- 
tor it will not roll off. The handle is 
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New Sargent ice awl 

















also strong and heavy enough so that 
it can be used to break ice. 

The combination of these distinc- 
tive features, the company states, 
makes this a superior article which 
will meet a ready sale. 


The “G G G” Hame Fastener 


The “G G G” Metal Stamping Com- 
pany, Warren, Pa., is manufacturing 
the “G G G” hame fastener, which is 
claimed to be strong, attractive and 
easy to adjust. The purchase power 
of the. fastener is three to one, which 
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“G G G” hame fastener 











makes it easy to pull the hames tight 
with it. 

The hook of this hame fastener is 
adjusted in the chain and to one hame 
so that when the lever is pulled the 
hames are tight. The key is put in 
and the fastener is always left at- 
tached to one hame. The hames should 
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“Hodell” flat link chain 





always fit the collars tightly, to keep 
the collars in better shape and also 
to prevent the shoulders of the horses 
from becoming sore. 

The company manufactures the 
“G G G” hame fastener in three 
models, Nos. 1, 2 and 3. No. 1 is for 
heavy work, No. 2, though of the same 
design as No. 1, is made light for 
carriage harness, delivery harness, 
etc. The other model, No. 3, is the 
same as No. 2, but is equipped with 
round hooks instead of flat hooks, to 
be used in place of kidney links. 

These hame fasteners are’ finished 
in nickel or brass. Buffed nickel can 
be furnished by the company on a 
special order. The regular fastener 
has four links, but six can be fur- 
nished, when desired, at the same 
price. 


“Hodell” Flat Link Chain 


The Cleveland Galvanizing Works 
Company, Cleveland, Ohio, has com- 
menced the manufacture of the “Ho- 
dell” flat link chain, which is a new 
and novel type of flat link chain, em- 
bodying, the company states, all of the 
advantages of the sheet metal type 
plus many improvements. A com- 
plete line and full range of sizes is 
now offered by the company in coil, 
halters, dog leads, etc. The links are 
formed from flat rolled wire and are 
not punched from sheets. Some of 
the important improvements are—the 
round edges of the links, their smooth 
surfaces, the fact that they are rein- 
forced against elongation, etc. 

The link is formed like a sailor’s 
double .hitch. Therefore the greater 
the strain on it the tighter it holds. 
The chain. is reinforced against wear 
at the eye by doubling of the metal. 
Reinforcement against elongation is 
provided by this same doubling, en- 
abling the chain to preserve its shape 
under strain which would tend to flat- 
ten it. 

It is stated by the company that the 
high grade of stock necessary for 
wire for this chain precludes the pos- 
sibility of any bad link or weakening 
of the chain due to flaws in the metal. 
It is made from cold drawn polished 
wire, and will take an exceptionally 
good finish. 
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Along and 
Look at the Display 
of Goods 


Fven If Y our Clerks Are Busy, These 
Displays Interest [he Customers 


Most any man with red blood in his veins likes to use a tool of some 
kind. It may be a hammer or a saw, or may bea brace and bit. What- 
ever the tool may be, it suggests possibilities of a constructive nature and 
he “‘hankers’’ for it. 

Are you displaying your stock in such a manner that your customers 
can see what you have for sale? If you haven't time to offer all of the 
articles that they might need, why not get a salesmafi who will suggest 
sales as long as there is a customer in the store? 

WARREN HARDWARE FIXTURES are made for this purpose. 
They are as efficacious in effecting sales as the best salesman in your 
store, and they work without a salary. 

Doesn't the photograph above suggest possibilities in your own store? 
Let us tell you how they can be installed with profit to you. 


Catalogues No. 65 and No. 212. 


J.D. WARREN MFG. COMPANY 
MASONIC TEMPLE, CHICAGO 
Eastern Display Room, 253 Broadway, New York 


Warren Fixtures are manufactured in the largest and pimact equipped plant 
its kind in the worl 
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“Marathon” Racer and 
“Marathon” Skate 


The Humpton-Scott Company, 
Columbus, Ohio, is manufacturing the 
“Marathon” racer and the “Marathon” 
skate. The racer is propelled by a 
swinging movement of the body. The 
company states that every part of the 
racer is made strongly. Clear, se- 
lected lumber is used for the platform, 
reach and handle. The racer is 
finished in the Mission style and it is 
equipped with kiln-dried rock. maple 
wheels having tubular steel bearings. 

This toy is claimed to be exception- 
ally easy. running. The wheel sup- 
ports are made from stamped steel. 
The racer has a brake attachment. 
These racers are priced at $12 per doz. 
They are shipped 1 doz. in a crate, 
weighing 120 lb. to the dozen. 

The “Marathon” skate is built with 
the best quality lumber for the foot- 
board and the handle. The wheels 
measure 4% and 5% in. in diameter, 
and they are made from kiln-dried 
rock maple. This toy also has tubu- 
lar steel bearings made from 17-point 
carbon, seamless tubular steel. The 
supporting wheel brackets are maile- 
able iron or heavy stampings from 
sheet steel. 

‘The company states that the “Mara- 
thon” skate is very attractive in ap- 
pearance, having bright red wheels, a 
Mission finished footboard and handle 
and a black gloss enamel on all metal 
parts. The dimensions are: 30 in. long, 
27% in. high, and the weight is 4 lb. 
These skates are packed 3 doz. in a 
crate, weighing 180 Ib. 


A New “Yankee” Watch 


Robert H. Ingersoll & Bro., 315 
Fourth Avenue, New York City, have 
added to their extensive line of low- 
priced timekeepers a new model of 
the well-known “Yankee.” The new 
watch is much smaller and much 
thinner than the former “Yankee” 
model, and it is also better propor- 
tioned. 

The milled band has been replaced 
by a plain one, which adds greatly to 
the general attractiveness of this 
watch. Increased neatness of appear- 
ance has also been obtained by making 
the stem more slender and by fitting 
the back and bevel edges more snugly 
to the band. 
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The left-hand view shows the “Marathon” skate in use; the view at the right shows the 
“Marathon” racer 


Another innovation in the Ingersoll 
line is the packing of their watches in 
attractive colored boxes. Each model 
has an individual color. The inside 
of the boxes have nests to hold the 
watches with the names and prices 
on them so that both the covers of 
the boxes and the inside, holding the 
watches, may be used in displays. 

These boxes also add to the at- 
tractiveness of the watches as a gift. 
The cartons in which the boxes are 
packed are printed in colors corre- 
sponding to those of the boxes. 


“Slick-Ope” Can Opener 


The Irwin Mfg. Company, 6 Cliff 
Street, New York City, is manufac- 
turing the “Slick-Ope” can opener, 














The “Slick-Ope” can opener in use 


which is equipped with the “Safe and 
Sure” adjustable lock, patented on 
Nov. 1, 1910. Among the advantages 
claimed for this can opener are that 
it guards against bruised hands and 
fingers, as the adjustable lock pre- 
vents slipping, scraping and sliding. 

The can opener will open round 
cans, square cans, lift bottle caps, 
corks, covers, etc., and it may be used 
for many other purposes, These open- 
ers are packed in handsome display 
cartons of one dozen each, and attrac- 
tive showcards are furnished by the 
company with all orders. 

The “Slick-Ope” can openers are 
made from the best tool steel. They 
are made in four sizes, known as Nos. 
102, 104, 106 and 108. No. 102 is 


made of steel, 9 in. long, and has a 
hard wood handle. No. 104 is nickel 
plated and is also 9 in. long, with a 
hard wood handle. No. 106 is 11 in. 
long, and No. 108 is also 11 in. long, 
being supplied in nickel plated finish. 


Spinner Hook and Wobbler 


The South Bend Bait Company, 
South Bend, Ind., is marketing the 
South Bend weedless spinner hook 
and the South Bend wobbler. The 
weedless spinner hook is a combina- 
tion hook for use with pork-rind or 
frog. The company states that it 
can be successfully used in the thick- 
est of weeds and rushes without any 
danger of the hook getting caught. 

The spinner is also protected by the 
weed guards and it revolves very 
freely at all times, no matter at what 
speed the bait travels. The weed 
guards are of light piano wire and 
will not hinder landing strikes. The 
spinner is nickel plated and highly 
polished. It is of the proper gage 
brass metal to retain its shape. The 
hook is a “Carlisle” hollow point, 5/0 
size, with a weighted body. 

The South Bend wobbler is stated 
to be a very effective fishgetter, hav- 
ing a darting motion when reeled in. 
The faster it is reeled the deeper it 
will travel, and its attractiveness and 
movement in the water is very dis- 
tinct. The body is of red cedar wood 
and has the same high grade standard 
enamel finish as the South Berid min- 
now baits, which is guaranteed not to 
crack. It is equipped with three ex- 
tra strong nickel-plated treble hooks. 
The belly hooks are held by screw eyes 
in sockets, placing them in a very ef- 
fective position for landing strikes. 

















The South Bend weedless spinner hook 

















The South Bend wobbler 
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The Ford Owner Wants 


a New Radiator 


There is no doubt about the choice; we have 
proved the wisdom of selecting a Rome-Turney 
Extended V-Front Radiator of Genuine 
Square Tube Honeycomb Mercedes Type 
construction. 
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Ford owners have been shown that a Rome-Turney 
Radiator makes a car run better and last longer, 
insures maximum power, prevents scoring of cyl- 
inders, reduces oil and gasoline bills. These radi- 
ators are guaranteed against defective material and 
workmanship. 


And the matter of appearance has not been slighted, 
either. Rome-Turney Radiators are furnished in 
both polished brass and German silver finishes. 
Built in both flat and extended V-front types. 


Rome-Turney Radiators are in popular demand 
with Ford owners everywhere. Gigantic profits 
await enterprising dealers and jobbers. Write us. 


Rome-Turney Radiator Company 
110 Canal Street :: ROME, NEW YORK 
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“Inspected 


and 


Passed” 


Four generations 
of Americans have 
passed on Pexto 
tool quality. 


_ Pass it on yourself— 
it’s good through and 
through and 


‘‘Made in America’’ 


ThePeck,Stow& Wilcox Company 


MFRS. Mechanics’ Hand Tools, Tinsmiths’ 
& Sheet Metal Workers’ Tools & Machines, 
Builders’ & General Hardware. 


SouTHINGTON, CONN. CLEVELAND, O. 





Y our customers are 
interested in sal- 
ability and profit. 
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Michener Chain Carbon 
Remover 


E. S. Michener, New Castle, Pa., is 
the manufacturer of the Michener 
chain carbon remover for poppet 
valve motors. The chain carbon re- 
mover is formed of light gage wire, 
made of a special, secret composition, 
which is soft, flexible and durable. 
The chains are inserted through the 
spark plug holes, the ignition cut off 
cylinders being treated, and the motor 
is run slowly for about 3 minutes 
with power from the remaining cylin- 
ders. The chains are then readily re- 
moved with the hook provided for this 
purpose. 

The striking of the chain upon the 
piston head, top and sides of the 
cylinder, as it is tossed about by the 
moving piston, loosens all deposits, 
which are carried off through the ex- 
haust ports. The Michener chain car- 
bon removers are made in three sizes, 
No. 2, large, No. 3, medium, and No. 
3x, small. These chains may be suc- 
cessfully used in all poppet valve 
motors except those in which the 

















Display stand furnished to dealers with 
Michener chain carbon removers 


clearance space above the piston head 
is exceedingly small. 

With each initial order for chain 
carbon removers the manufacturer 
furnishes free for the customer’s 
show case a handsome easel, with a 
real chain carbon remover and outfit 
attached. This easel is shown in the 
accompanying illustration. The 
Michener chain carbon removers are 
priced at 75 cents each. 


“Stone” Shock Absorber 


The Universal Rim Company, 1301 
Michigan Avenue, Chicago, IIl., is 
marketing the “Stone” shock ab- 

















The “Stone” shock absorber 


-gorbers. In each of these absorbers 


there is a coil or cushion spring, 
which is capable of more faster vibra- 
tion than the main or leaf spring. 
This feature gives the coil spring the 
ability to rapidly absorb the jolts and 
jars of rough roads. 

The yoke and saddle of the “Stone” 
absorber are pressed from _ solid 
pieces of high carbon, cold rolled, %4- 
in. steel. This gives a framework of 
great strength. The coil cushion 
spring is made from fine analysis 
stee] and it is guaranteed by the com- 
pany’s spring makers to be of great 
and durable elastic power. The coil 
spring is held permanently secure by 
the yoke and saddle. 

The “Stone” shock absorbers are 
priced at $4.50 per set of four, com- 
plete with new spring bolts. 


THE HEAVY HARDWARE COMPANY, 
Toledo, Ohio, has leased ground at 
Vance and South Fifteenth Streets, 
having a frontage of 150 ft. and a 
depth of 200 ft., which is to be im- 
proved with a modern one-story, fire- 
proof brick building. The lease cov- 
ers a period of ten years, and the 
building will be ready for occupancy 
about Oct. 1. The company is now 
located at 26-38 Huron Street. 
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The “Little Steersman” 


The Modern Auto-Appliance Com- 
pany, Chatham, N. Y., is marketing 
the “Little Steersman.” The company 
claims that this device reduces to a 
minimum the mental and physical 
strain of automobile driving, auto- 
matically correcting mistakes so far 
as steering is concerned, whether 
made through oversight, inadvertence 
or unavoidable accident. It is claimed 
to lessen the wear on the machine and 
the tires and it saves many times its 
cost in reduced tire expense. This 
device takes up the lost motion be- 
tween the steering wheel and the 
road wheels when the steering gear 
is worn, keeping the road wheels in 
perfect alignment. 

In traveling muddy or sandy roads, 
in turning out, leaving one set of 
wheels on the hard road and the other 
in the soft earth, or when coming 
in contact with stones, the “Little 
Steersman” keeps the steering wheel 
from jerking about. 

The “Little Steersman” is a simple 
device consisting of a helical spring 
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The “Little Steersman.” The upper sec- 

tion of the engraving shows the ‘“Steers- 

man” itself and the lower portion shows 
the “Steersman” in position 


about 3 ft. in length, made from oil 
tempered steel wire, with end attach- 
ments and center clips made of high 
grade drop forging and it can be at- 
tached to any make of automobile in 
a few minutes. It is fully guaranteed 
and is made in both sizes suitable for 
use on Ford cars and other automo- 
biles. The list price is $5 each. 
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Positive Split Rim Remover 


The Positive Supply Company, Posi- 
tive Building, Davenport, Iowa, has 
placed upon the market the Positive 
split rim remover which will remove 
a tire from a rim in a few seconds’ 
time without prying, hammering or 
injuring the casing or rim. 

It is stated by the company that re- 
moving the detachable rims from cas- 
ings has already been a hard task for 
the man who drives his own car, and 
that the old method of removing tires 
was very injurious. 

The Positive split rim remover re- 
moves rims by simply hooking the re- 
mover to the rim of the wheel, push- 
ing down the lever, locking it and lift- 
ing the rim off the casing. 

This new invention draws the rim 

















The Positive split rim remover 


together evenly and does not spring it 
out of line. It is stated to be ex- 
tremely simple and it can be adjusted 
to fit any size rim. It is easily folded 
to fit in the tool kit of a car without 
taking up more space than the ordi- 
nary tire pump. The weight is 3 lb. 
This device sells for $2. 


“How to Sell Tools” 


The Millers Falls Company, Millers 
Falls, Mass., has issued a new booklet, 
“How to Sell Tools,” which is written 
by W. B. McKibbin, manager of the 
tool department of Hammacher, 
Schlemmer & Co., Fourth Avenue and 
Thirteenth Street, New -York City. 
Mr. McKibbin’s success in the tool 
business has been conspicuous, and 
this booklet is the advice of a man 
who knows whereof he speaks. In 
the twenty-eight pages comprising the 
booklet there is a wealth of advice 
and suggestions. Some of the topics 
covered are indicated in the following 
headings, chosen at random: “The 
Value of Making Your Store a Serv- 
ice Store,” “Good Salesmanship Holds 
to the Service Idea,” “Absorb the In- 
formation That Comes with Each 


Tool,” “How to Use Your Talking | 


Points,’ “Know Your Customer,” 
“Practical Ways to Interest the Tool 
User in Your Store,” “Making the 
Inside Tool Displays Attractive,” 
“Departmentizing of Tools a Great 
Aid to Selling,” “Featuring the Tools 
of Particular Trades,” “Opening Up 
Business.” 

The Millers Falls Company will 
gladly send copies of “How to Sell 
Tools” to any hardware dealer who 


expresses a desire to receive it, and 
also any tool department clerks whose 
names and addresses are given. Re- 
quests for these booklets will be at- 
tended to through the headquarters of 
the company at Millers Falls, Mass. © 


The “Foster” Gasoline Dis- 
penser 


The K. Z. Mfg. Company, Westfield, 
Ill., is marketing the “Foster” gaso- 
line dispenser, which is operated by 
inserting a half-dollar in the slot 
and pulling out lever No. 2, which 
opens the outlet valve and as the gaso- 
line is discharged the float No. 11 
descends until it strikes the lever No. 
18, which releases the spring at No. 
7. This closes the outlet valve No. 5 
and opens inlet valve No. 10 simul- 
taneously. 

Valve No. 10 now being open, the 
inflow of the gasoline pushes the float 
No. 11 upward and the collar No. 16 
raises the lever No. 13, which by the 
aid of the rod No. 17 releases the 
trigger No. 9, allowing the spring to 
close the intake valve No. 10. 

The machine is now ready for the 
next operation. The post No. 12 is 
marked showing the various prices of 
gasoline from 10 to 20 cents, and the 
adjustment is made to conform with 
the prevailing price by the collar No. 
16. There is a gate No. 1, which is 
controlled from the float post and ad- 
justed at No. 15. It drops over the 
slot whenever the float is not at its 
highest required point, so that it is 
impossible to insert a half-dollar un- 
less the required amount of gasoline 
is in the tank. 

The machine can be operated either 
from a pressure or a gravity tank. 










































































The “Foster” gasoline dispenser 
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The company states that this machine 
is simple in construction and that it 
cannot fail to operate. Other advan- 
tages are that it is accurate in its 
measurements and will last for an ex- 
ceptionally long time. This tank is 
stated to be a great convenience to the 
motoring public and also a time and 
money saver to the seller of gasoline. 
It is absolutely fireproof and is very 
attractive when placed at the curb 
stone. 


“Jaeger’s Nitros’ Auto- 
mobile Lamps 
The H. J. Jaeger Company, 68-70 


Hudson Street, Hoboken, N. J., is 
marketing “Jaeger’s Nitros” automo- 




















“Jaeger’s Nitros” automobile bulb for 
headlights 


bile lamps. The filaments of these 
lamps are made of drawn tungsten 
wire, coiled into a helix and mounted 
within a very small space, thus con- 
centrating the light and permitting 
close focal adjustment. The filament 
is surrounded by nitrogen gas under 
high pressure. 

The company states that the pres- 
ence of this gas permits of a higher 
incandescence of the filament without 
disintegrating the same, thus produc- 
ing high candlepower and great effi- 
ciency. This lamp burns at one-half 
watt per candle. 

Among the advantages claimed for 
this bulb is that it maintains its can- 
dlepower, that the bulb will not 
blacken, and that it gives an excep- 
tionally white and intense light. The 
company’s Type G-16% is made in 24 
and 32 candlepower sizes, and the 
Type G-12 is made in 15 and 21 can- 
dlepower sizes. Other voltages and 
candlepowers are made to order. The 
illustration shown herewith is slight- 
ly reduced in size. 


WoRK HAS BEEN BEGUN on a two- 
story addition to the plant of E. C. 
Atkins & Co., Indianapolis, Ind., man- 
ufacturers of saws, at Illinois and 
South Streets. The structure is of 
brick, 40 by 100 ft., and will cost 
$30,000. It will be completed in about 
two months, and will be occupied by 
the handle department. 
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This New Garford 
Horn Is Doing 
Well, Thank You 


We never dreamed that it would ‘‘take’”’ with the trade as 
quickly as it has. 

Been out on the market for a few months now. Auto- 
mobilists everywhere have already responded enthusiastically 
to our efforts in putting out a perfectly reliable, medium- 
priced warning signal. 

We congratulate those dealers who got first pick at the 
profits which go with the Garford Hand Operated Warning 
Signal at $3.85. 


But things have just commenced! This new auto acces- 
sory is bound to be the biggest buy in all motordom before 
the summer season is over. 





May we give you several concrete reasons why and mail 
you complete descriptive matter? ; 


The Garford Manufacturing Co. 
100 Olive Street, Elyria, Ohio 


Distributors: 
The Garford Mfg. Co. The Dean Electric Co. The Sumter Telephone Supply Co. The Dean Electric Co. 
Kansas City, Mo. Los Angeles, Cal. Sumter, S.C. - Seattle, Wash. 


Canadian Distributors: The Tire Import Co., Toronto, Can. 
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“Monarch” Ammeter Dis- 
play Fixture 


The Hercules Instrument Company, 
Department 8, Mount Vernon, N. Y., 
is distributing to the trade an attrac- 
tive display fixture with an order for 
one dozen ammeters. Any dry bat- 
tery can be used, and the battery 
holds the card upright. It tells the 
story of the device at a glance and 


helps to increase the sales of the little 
cell tester. 


“The Professor and the 
Saw” 


One of the most interesting, instruc- 
tive and constructive pieces of trade 
literature issued in the hardware field 
this year is a booklet entitled “The 
Professor and the Saw,” published by 
the Simonds Mfg. Company, Fitch- 
burg, Mass. 

The story of the breakdown of a 
young college professor is told in a 
most interesting manner and his re- 
covery through work with the village 
carpenter brings him into contact 
with tools and users. He develops 
into a carpenter of marked ability and 
is left teaching manual training in the 
village high school. 

The necessary tool equipment for 
the average manual training school is 
cleverly worked into the story and 
naturally the merits of Simonds hand 
Saws are explained. This story is full 
of human interest and contains in- 
formation every hardware salesman 
should possess. “The Professor and 
the Saw” is described as a little story 
for those who like tools. It will be 
mailed by the company on application. 


“Juleco F” Pump for Ford 
Cars 


The Judd & Leland Mfg. Company, 
Clifton Springs, N. Y., is offering to 
the trade a new motor-driven tire 




















The “Juleco F” tire pump for Ford cars 


pump adapted especially to the Ford 
car. This pump is attached per- 
manently, and the power is taken from 
the forward end of the crankshaft. 
In attaching this “Juleco F” tire 
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Display stand for the “Monarch” ammeter, furnished by the Hercules Instrument 
Company 
pump, neither the radiator nor the fan replace without charge any “De 
need be disturbed nor the engine Luxe” jack proving unsatisfactory 


block. This pump does away with the 
work of pumping tires by air and it 
is carried in a convenient place on the 
engine. It weighs only 6 lb. com- 
plete. 

The company states that the Ju- 
leco F” tire pump lubricates with- 
out discharging oil into the tires and 
without heating. It is made up of 
guaranteed parts as to material and 
workmanship and will pump up a 
Ford tire to a running pressure in 2 
or 3 min. The whistle gage announces 
when the required pressure is at- 
tained. The pump can be attached 
permanently by anyone to a Ford car 
in half an hour by aid of a screw- 
driver and a wrench. This tire pump 
sells for $4.50 complete. 


“De Luxe” Automobile Jack 


The National Standard Company, 
Niles, Mich., has placed upon the mar- 
ket the “De Luxe” standard improved 
geared automobile jack. The com- 
pany claims that this jack will give 
universal satisfaction under all con- 
ditions. It is a combination of gears 
and ratchets, which the company 
states makes it easy to operate and 
positive. The gears are cut from 
solid bar steel, and the teeth are 
milled and tempered. 

Exceptional wearing qualities are 
claimed for this jack, the company 
stating that it will outlast the car. 
These jacks are covered under binding 
guarantee, the company agreeing to 


within one year from the date of its 
purchase. The specifications of this 
new model, upon which there is a 
patent pending, are height with bar 
down, 10 and 12-in.; height bar raised, 
16% and 18%-in. and capacity 2000 

















New “De Luxe” automobile jack 


Ib. Each jack is packed in water- 
proof bag, and a separate carton. 
The new model jack is priced at $6. 


THE SOUTHINGTON MFG. COMPANY, 
Southington, Conn., has purchased the 
stock and machinery of the Wolcott 
Hardware Company. 
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BW) Spark Plugs 
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(a : | 
Master Spark Plugs should 


be specified as equipment on 
all automobiles. 

Master Spark Plugs are 
peculiarly and _ particularly 
adapted to the SIX, EIGHT 
and TWELVE cylinder 
motors. 

MASTER PLUGS com- 
bine quality, long life and an 
assurance of complete satis- 
faction to the Motorist. 

It is‘ far better to install 
one set of Master Plugs with 

the knowledge that they 

will last— 

Than be com- 
pelled to change 
cheap plugs 
four or five 
times dur- 
ing a 

season. 








Dealers ! 
Manufacturers! 


Motor Car 


Owners ! 



















MFD BY 
HARTFORD MACHINE 
SCREW CO. 



















Note Particularly: 


1. Massive imported porcelain 
insulator withstands severe 
strains destructive to ordinary 
insulators. 


2. Well cushioned seat allows 
for ample expansion and contraction., 








QUALITY 
Spark Plugs 


3. Special low resistance sparking | 
points, insure a hot, fat spark, even on 
a very weak current. | 


E Plug carnes this un- 
ie MASTER qualified guarantee: 
“After using 

R Spark Plugs 


for thirty days, if you are 
not satisfied with your pur- 
chase, money will be re- 
funded, if requested, on 
return of the plugs where 


have been officially 
adopted by the 


U. S. Government 


and are used extensively 
by the 


U. S. 




















purchased ” 
Navy Department a a Regular Length / 
$1.00 each, Retail 
Uncle Sam cannot | 
Extra Long 
afford to take chances $1.25 each, Retail 
on cheap plugs Master Mode! F, 
designed especially for 
Ford cars 


—Neither can You 
Manufactured and Guaranteed by 488 Capitol Ave. 


HARTFORD MACHINE SCREW COMPANY, HARTFORD, CONN. 
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NOTES OF THE RETAIL HARDWARE TRADE 


OcALA, FLa.—H. B. Clarkson who for some years has been 
general manager of the Marion Hardware Company, has sold 
a large share of his stock to the Messrs. Wheeler and 
Bridges. Mr. Clarkson remains with the company as director 
and assistant manager. The company carries the following 
gi s: Bathroom fixtures, belting and packing, buggy whips, 
builders’ hardware, cutlery, dog collars, dynamite, fishing 
tackle, galvanized and tin sheets, gasoline engines, harness, 
heating stoves, heavy farm implements, heavy hardware, 
home barbers’ supplies, kitchen cabinets, kitchen housefur- 
nishings, lime and cement, lubricating oils, mechanics’ tools, 
paints, oiis, varnishes and glass, poultry supplies, prepared 
roofing, pumps, ranges and cook stoves, refrigerators, shelf 
hardware, sporting goods, washing machines. ; 


KELLOGG, IDAHO.—The Twin City Hardware Company has 
been recently organized here, with a capitalization of $15,000. 
Earl Bradley, who has been connected with the Coeur d’Alene 
Hardware Company for the past ten years, is president of 
the new company and will manage it. The concern sells the 
following goods: Automobile accessories, baseball goods, 
bathroom fixtures, belting and packing, bicycles, buggy whips, 
builders’ hardware, building paper, churns, cutlery, dairy sup- 
plies, dog collars, dynamite, electrical household specialties, 
fishing tackle, galvanized and tin sheets, gasoline engines, 
hammocks and tents, heating stoves, heavy hardware, kitchen 
housefurnishings, lime and cement, lubricating oils, mechanics’ 
tools, paints, oils, varnishes and glass, prepared roofing, 
pumps, shelf hardware, silverware, sporting goods and wash- 
ing machines. Catalogs are requested by the company on all 
of the above lines. 


Decatur, Itu.—The Needham Hardware Company has 
awarded a contract for the erection of an addition to the 
building it occupies at 222 North Main Street. The work is 
to begin within a short time and the amount of money ex- 
pended in remodeling the company’s quarters will ap- 
proximately $2,000. When completed the addition will give 
the comvany increased space for the enlargement of its tin 
shop and heavy hardware department. The Needham Hard- 
ware Company started in business twenty years ago. At 
present the following lines are handled: Automobile acces- 
sories, baseball goods, bicycles, builders’ hardware, building 
paper, children’s vehicles, churns, cutlery, dairy supplies, dog 
collars, dynamite, fishing tackle, furnaces, galvanized and 
tin sheets, heavy hardware, home barbers’ supplies, lubricat- 
ing oils, mechanics’ tools, paints, oils, varnishes and glass, 
poultry supplies, prepared roofing, shelf hardware, silverware, 
sporting goods, tin shop and washing machines. 


Pontiac, Itut.—C. A. McGregor & Sons have moved from 
their former quarters to 113 East Madison Street. The com- 
pany handles baseball goods, paints, oils, varnishes and 
glass and poultry supplies. 


VERONA, ILtL.—The Hough Brothers hardware store has 
changed hands, J. P. Harford and Edmund Walsh having ac- 
quired the business. 


WAUKEGAN, ILtL.—G. B. Watrous Sons have moved to 105- 
107 North Genesee Street. The firm’s new location has a 45- 
ft. frontage, and gives them 4500 sq. ft. of floor space on the 
street level, also a basement. The new store will be opened 
about Sept. 10. The following lines will be carried: Auto- 
mobile accessories, baseball goods, belting and packing, bi- 
cycles, buggy whips, builders’ hardware, building paper, 
churns, cutlery, dog collars, fishing tackle, furnaces, — 
vanized and tin sheets, hammocks, home barbers’ supplies, 
kitchen housefurnishings, lubricating oils, mechanics’ tools, 
paints, oils, varnishes and glass, prepared roofing, pumps, 
shelf hardware, silverware, sporting goods, tin shop and 
washing machines. 


Rose Hiutu, Ilowa.—Frank Anderson has succeeded Edward 
Stringfellow. Mr. Andérson’s stock includes: Automobile ac- 
cessories, baseball goods, builders’ hardware, churns, cream 
separators, crockery and glassware, cutlery, galvanized and 
tin sheets, heating stoves, heavy hardware, home barbers’ 
supplies, linoleum, lubricating oils, mechanics’ tools, paints, 
oils, varnishes and glass, poultry supplies, prepared roofing, 
pumps, ranges and cook stoves, shelf hardware, silverware, 
sporting goods, tin shop, toys and games, and washing ma- 
chines. Catalogs and price lists requested upon all of the 
above lines. 


WeEsTON, IowA.—James C. Jensen has bought the interest 
of his partner, A. J. Aney, in the implement business here. 
He will conduct the business under his own name. Mr. Jen- 
sen carries a stock comprising the following: Automobile 
accessories, bathroom fixtures, belting and packing, churns, 
cream separators, electrical household specialties, furnaces, 
galvanized and tin sheets, gasoline engines, hammocks and 
tents, heavy farm implements, lubricating oils, mechanics’ 
tools, paints, oils, varnishes and glass, pumps, sporting 
goods, wagons and buggies. washing machines, and windmills. 
Catalogs requested upon all of the above lines. 


ANN ARBOR, Micu.—The John C. Fisher Company has just 
closed a deal for the lease of the store room next to the 
State Savings Bank here. The rear of the building adjoins 
the company’s present store on Washington Street, and a con- 
nection between the two stores will be made, giving the store 
two entrances. The firm’s stock includes the following: 
Automobile accessories, baseball goods, bathroom fixtures, 
belting and packing, buggy whips, builders’ hardware, build- 
ing paper, children’s vehicles, churns, crockery and glassware, 
cutlery, dairy supplies, dog collars, electrical household spe- 
cialties, fishing tackle, furnaces, galvanized and tin sheets, 
hammocks and tents, heating stoves, heavy hardware, kitchen 
housefurnishings, lubricating oils, mechanics’ tools oil cloth, 
paints, oils, varnishes and glass, plumbing department, poul- 
try supplies, prepared roofing, pumps, ranges and cook stoves, 
refrigerators, sewing machines, shelf hardware, silverware, 
sporting goods, tin shop, toys and games, washing machines. 
Catalogs requested. 


_ BAUDETTE, MINN.—Bergh & Berg have recently started 
in the implement business here, carrying a line of heavy 
farm implements. The firm requests catalogs and price lists 
on mowers, rakes and heavy farm implements. 


IsLE, MINN.—M. G. Winter opened a store here on July 20. 
The following lines are carried: Baseball goods, bicycles, 
buggy whips, builders’ hardware, building paper, children’s 
vehicles, churns, crockery and glassware, cutlery, dairy 
supplies, dog collars, fishing tackle, hammocks and tents, har- 
ness, heating stoves, heavy hardware, home barbers’ supplies, 
iron beds, kitchen housefurnishings, lubricating oils, mechan- 
ics’ tools, oil cloth, paints, oils, varnishes and glass, poultry 
supplies, prepared roofing, pumps, ranges and cook stoves, 
refrigerators, sewing machines, shelf hardware, silverware, 
a goods, tin shop, toys and games, and washing ma- 
chines. 


PIERCE City, Mo.—The Moore Flanson Hardware Com- 
pany will open a hardware store here about Sept. 1. The 
company will carry the following goods: Baseball goods, 
bicycles, builders’ hardware, children’s vehicles, churns, 
crockery and glassware, cutlery, dog collars, fishing tackle, 
galvanized and tin sheets, hammocks and tents, heating 
stoves, heavy hardware, lubricating oils, mechanics’ tools, 
paints, oils, varnishes and glass, prepared roofing, pumps, 
ranges and cook stoves, refrigerators, shelf hardware, silver- 
ware and washing machines. 


DERRY, N. H.—The Bell Hardware Company is having 
constructed for its own use, as a storehouse, a building 
measuring 40 by 60 ft., located at the corner of North 
Avenue and Wall Street. This building is now nearly ready 
for occupancy, and it will be used by the company to store 
its grains, cement, and farm machinery. The company 
handles the following: Baseball goods, bathroom fixtures, 
belting and packing, buggy whips, builders’ hardware, build- 
ing paper, churns, cream separators, crockery and glassware, 
cutlery, dairy supplies, dog collars, dynamite, fishing tackle, 
furniture department, galvanized and tin sheets, gasoline en- 
gines, hammocks and tents, heating stoves, heavy farm imple- 
ments, heavy hardware, home barbers’ supplies, kitchen 
housefurnishings, lime and cement, lubricating oils, mechan- 
ics’ tools, paints, oils, varnishes and glass, poultry supplies, 
prepared roofing, pumps, ranges and cook stoves, refriger- 
ators, shelf hardware, silverware, sporting goods, toys and 
games, wagons and buggies, washing machines. 


ELK ParK, N. C.—The W. W. Lineback Hardware Com- 
pany has been organized here with a capital of $10,000 by 
W. W. Lineback, J. EB. Lineback and T. S. Gross. The com- 
pany carries the following goods: Automobile accessories, 
baseball goods, belting and packing, buggy whips, builders’ 
hardware, building paper, children’s vehicles, churns, crock- 
ery and glassware, dog collars, dynamite, fishing tackle, gal- 
vanized and tin sheets, gasoline engines, harness, heavy farm 
implements, heavy hardware, lime and cement, lubricating 
oils, mechanics’ tools, paints, oils, varnishes and glass, pre- 
pared roofing, shelf hardware, wagons and buggies. Cata- 
logs are requested upon the above lines. 


Monroe, N. C.—The Heath Hardware Company has 
changed its name to the Monroe Hardware Company. James 
A. Stewart is president and E. C. Carpenter secretary and 
treasurer of the company. The business is both a whole- 
sale and retail one. 


BELLE CENTER, OHIO.—E. G. Bridge has purchased an in- 
terest in the Harrod & Hover hardware store. The busi- 
ness is now being carried on under the name of Hover & 
Bridge. The firm deals in belting and packing, buggy whips, 
builders’ hardware, building paper, churns, cream separators, 
cutlery, dairy supplies, dog collars, fishing tackle, furnaces, 
gasoline engines, hammocks and tents, harness, heating 
stoves, heavy farm implements, home barbers’ supplies, 
kitchen housefurnishings, lime, lubricating oils, mechanics’ 
tools, paints, oils, varnishes and glass, plumbing department, 
poultry supplies, prepared roofing, pumps, ranges and cook 
stoves, shelf hardware, silverware, sporting goods, wagons 
and buggies, and washing machines. Catalogs are requested 
upon the above lines. 


CENTERVILLE, S. D.—Johnson Brothers have opened a hard- 
ware store here, carrying the following goods: Automobile 
accessories, bathroom fixtures, belting and packing, bicycles, 
builders’ hardware, building paper, churns, cutlery, fishing 
tackle, furnaces, galvanized and tin sheets, gasoline engines, 
heating stoves, lubricating oils, mechanics’ tools, plumbing 
department, pumps, ranges and cook stoves, shelf hardware, 
silverware, tin shop and washing machines. The present 
owners took charge on May 15, 1915. Catalogs requested. 


FREDERICK, S. D.—J. J. Chamberlain has sold an interest 
in his hardware business to Frank Callayhan. The firm 
will operate under the name of Chamberlain & Callayhan, 
carrying the following goods: Automobile accessories, bath- 
room fixtures, belting and packing, buggy whips, builders’ 
hardware, building paper, children’s vehicles, churns, cream 
separators, crockery and glassware, cutlery, dairy supplies, 
dog collars, fishing tackle, furnaces, galvanized and tin 
sheets, gasoline engines, hammocks and tents, harness, heat- 
ing stoves, heavy hardware, home barbers’ supplies, lubricat- 
ing oils, mechanics’ tools, oil cloth, paints, oils, varnishes and 
glass, plumbing department, poultry supplies, pumps, ranges 
and cook stoves, sewing machines, shelf hardware, silver- 
ware, sporting goods, tin shop, toys and games, washing 
machines. 


CHIPPEWA FALLS, W1s.—McGilvray, Rubesch & Durth have 
dissolved partnership, McGilvray & Kurth continuing the 
business. The firm handles: Builders’ hardware, buildin 
paper, churns, cutlery, fishing tackle, furnaces, galvaniz 
and tin sheets, heating stoves, lubricating oils, mechanics’ 
tools, paints, oils, varnishes and glass, poultry supplies, pre- 
pared roofing, ranges and cook stoves, shelf hardware, sport- 
ing goods and tin shop, 
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We Can 
Make Every 
Kind and Size of Tap 


You can depend on our facilities and our 
capabilities to furnish any and every kind 
of tap your customers call for. 
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For your convenience we list a few staple 
types of taps: 


Bicycle Mud Plug Stove Bolt 
Bit Brace Patch Bolt Tapper 
Brass Tubing Pedal Hand 
Boiler Pipe Hob 

Metric Pulley Horse Shoe 
Machine Screw  Staybolt Machine 


Write for Catalogue No. 15 


BUTTERFIELD & CO., Inc., 72282" 


BRANCH STORES: 


Cr Ts ss sige bee beens o cebee baa New York City 
SR re re Detroit, Mich. 
ek. is I le od 66d 6.00d wed we oo 8 be tb aumen Chicago, Ill. 
See Se Ps ei dos coc FOWSe CSCO Kansas City, Mo. 
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SUN 


HARRIS 


TRADE MARK REG.U.S. PAT. OFF. 


OILS 


AND 


GREASES 


It requires something more than a good water cir- 
culation system to keep the motor cooled properly. 
When you use HARRIS CYLINDER OIL you are 
assured that the motor will run as cool in hot 
weather as is mechanically possible with your type 
of engine; you are assured of more mileage per 
gallon, greater efficiency, and less repair expense be- 
cause there is no injurious matter in HARRIS OILS 
to harm the engine. 








The frictional parts are coated with a film of lubri- 
cant which keeps the engine cool—a film that will 
not carbonize or waste away. 


HARRIS CYLINDER OILS 
HARRIS TRANSCOMPOUND 
HARRIS MOTOR GREASE 
HARRIS MOTOR CAR SOAP 
HARRIS SUPERHEATED STEAM 
OIL FOR STEAM DRIVEN CARS 


“A Little Goes A Long Way And 
Every Drop Counts.” 


A. W. Harris Oil Co. 


326 S. Water > 
Branch: 143 No. 
Chicago, Ill. 


Providence, R. I. 
Wabash Ave., 
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SCREW PLATE for 
AUTOMOBILES 





Combination Screw Plates 


Containing both United States 
and S. A. E. Standards 


Contain Taps, Dies, Stocks, Tap Wrenches: 
a separate collet for each and every die. A 
bit brace die holder for dressing over threads 
in hard-to-get-at places. 

One of these sets should be in every garage 
and repair shop. Send for the circular, “Tools 
for the Automobile.” 


Wells Brothers Company, Division 
Greenfield Tap and Die Corporation 
GREENFIELD, MASS. 


London 


Galt, Ontario 


New York Chicago 
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PATENTED 


GRIFFIN’S 


Garage Door Holder 


No. 1914 


ABOVE CUT SHOWS HOLDER IN OPERATION 


THE GRIFFIN MAN’FG CO. 


ERIE, PA. 17 = Lake St. 


37 Warren St. 
hicago 


New York 
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EM PR ESS GR SAS Ee cu PS The Cups shown 
= represent only 
‘, a part of our 
Marine De Luxe ; Invisible Ratchet Pn"® atte: line. 
Plain No. 299 Leather Packed Short Pat. Marine 











AUBURN. N. Y. 
Spring Lock CATALOGUE ON APPLICATION 


BOWEN MFG. CO. — Y Write for full 








4 gos 8 


Style Style Style Style 
“B" OC. “Dp” OC. “XN” OC. “LL” OC. 








information. 








Style - le for Catalogue L. 
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An instant repair for broken 
chain; actually neater looking and 
stronger than the link. Steam 
Shovel Engineers, Drainage Con- 
tractors, Loggers, Mining Oper- 
ators, Railroads, in fact, anyone 
who uses chain ought to know of 
and use Missing Links. 


THOS. LAUGHLIN COMPANY 





“The Missing Link” Ghain Better Than New 


Drop Forged from High Grade Steel. Sizes 4 Inch to 154 Inch. It is the only Link ae Strong as Same Size Chain 


Just place the two halves to- 
gether and head over the rivet- 
pins. 

The interlocking lug and rein- 
forced hole make it twice as 
strong as any other link. It takes 
but a minute to insert it, saving 
expense and much valuable time. 
Use this link; take no chances. 
Lose No Time in Repairs. 


PATENTED 
Send for illustrated catalogue showing 1500 articles of Marine Hardware, etc. 


- - Portland, Maine 














The Nail— 


The Capewell nail. For many years it has 
been considered the leading nail of the world. 
Easiest to drive—surest to hold—safest to 













use. 

The nail which does not fail. It holds the 
shoe and the customer. 

There's a pattern on the head of each Cape- 
well nail formed by lines crossing each other 
diagonally. A distinguishing feature of the 


brand. 
The Capewell 
HARTFORD, 











The Largest Manufacturers of Horse Nalls in the World 


The Sale— 


More than half the horse nails used in the 
United States annually are the Capewell 
product. 

Therefore, Capewell nails are sure to move 
fastest from the Merchant's: shelves. 

Another thing which interests Merchante— 
orders repeat. Satisfied horseshoers come back 
for more. 

Best nail in the world at a fair price—not 
cheapest regardless of quality. 


Horse Nail Co. 


CONN. 
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GRAND PRIZE 
en Remjggion 


“For MODERN Firearms 


and Ammunition”’ 


This official recognition of firearms and ammunition 
prestige, as it is today, merely confirms the verdict 
already given by 80,000 live sporting goods dealers and 

by the great body of alert sportsmen who 
demand the practical advancements of the 
hour. 

Perhaps most prominent among. these 
modern offerings are the Remington-UMC 

v2 Solid Breech, Hammerless, Repeating and 

Autoloading Shotguns and Rifles, the per- 
fected Steel Lined Speed Shells—“Arrow” 
and “Nitro Club’—and the dependable 
Metallic Cartridges for every standard 
make of rifle, pistol and revolver. 

Sportsmen judge by results in the field 
and at the traps. Dealers judge by sales 
in their stores. 

This is why the Red Ball Mark of 
Remington-UMC is the Sign of Sports- 
mer: s Headquarters in every town today. 


Remington Arms-Union 
Metallic Cartridge Co. 
Woolworth Bldg. 

233 Broadway 
YAR \QNEW YORK 
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UFKIN }\2pe8 


and Rules 


‘Lhew ioug-standing tcputation with users everywhere 
of being first in all points of superiority— 


ACCURACY—PDURABILITY—DESIGN 
is the big asset at the command of 


[UFAIN dealers. 


The goods will always measure up. 















THE [UFKIN foULE C0. *gien.” 


New York, Windsor, Can. 
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Goodell Mitre Box 
Made of STEEL—Cannot Break 


For years this Box has been recognized as being first 
in quality and improvements, and the new STEEL 
BOTTOM PLATES with ANGULAR SERRATURES 
to prevent work from slipping add still more to its 














AGE 87 


“Get to 
Know Us” 

























and learn what Good 
Profits there are in han- 
dling 


THE 
CARY LINES 
Cary’s Universal Box Strap 


is the only strap on the market that can be absolutely 
depended upon to run true to width and gauge, the merits 
which no other box strapping in existence possesses. 
Every reel equipped with our metal reel frame ready 
to hang up, and packed 20 reels in a case. 


300 Feet to Each Reel The Standard for Quality 
OUR MOTTO—“‘Efficiency, Unparalleled Service”’ 








CARY’S “‘KRIS-KROS”? BOX FASTENER 


and many other styles carried in stock for 
prompt shipment. 























convenience and attractiveness. CARY’S 
Write for new Superior 
Catalog B, de- Corrugated 
il | scribing this F 
, , ae t and © arhaiehed Ss Eada eens Plain Edge 
puesta aw 
| other features. WRITE FOR FULL PARTICULARS. 
GOODELL it Will Pay You. 
MFG. CO. CARY MANUFACTURING CO. 
Greenfield, Mass. Manhattan Bridge Terminal BROOKLYN, N.Y. 
Armstrong 


Ceiling Nipple 
Threaders 


This tool is made to 
thread pipe projecting 
from the ceiling or wall. 
The holder takes dies %, 
%, % in. R. or L. and 
bushings to match. 


Dealers will find this a Profitable Tool to Stock. 
MANUFACTURED BY 
THE ARMSTRONG MFG. CO. 
290 KNOWLTON ST., BRIDGEPORT, CONN. 

















Skilled Workmen 






find The Perfection 


Fitted with our combi- 
nation tool rest and 
chisel holder, the ‘‘Per- 
fection’’ is capable of a 
wide range work. 
Wheels are made of 


Star Specialty Mfg. Co. 
227 West ErieSt. .. Chicago, U.S.A. 

























How’s your file stock? If low, sort up 
on a few REX Files. 

You'll find REX Files mighty fast sellers, 
simply because they are mighty fast cufters. 
Good profit. Send for details. 


The Rex File & Saw Co., Newcomerstown, Ohie 














Russell Jennin 
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Zs, Customers 
GY Profitable ‘ py 
Vij Sales 
Z braces been standard 
qu ee ee 
Ye, “4 a bits, ete. ; 







Bend for booklet. 


Russell Jennings Mfg. Co. 


Chester; Conn. ove 
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KEROSENE AND GASOLINE 





Ne. 67 Red-Hot Fire Pot 


Red-Hot Fire Pots and Torches that 
will please and satisfy the most par- 
ticular mechanic, may be obtained. 
through your jobber at factory prices. 
The Kerosene stock is guaranteed in 
the same way that gasoline is and will 
give you splendid satisfaction if oper- 
ated in accordance with directions. 


The No. 67 Kerosene Fire Pot produces 
a powerful blue flame and is made 
with seamless steel tank which will 
stand hard usage. We guarantee it to 
please you. 


Send for free Catalog. 


ASHTON MFG. CO. 


Price Each $6.75 Net 19 Nevada St., Newark, N.J., U.S.A. 






























Cabinet- Makers’ 
Clamps, Bench 





BLISS 
HAND 
SCREWS 


83 YEARS THE LEADER 


Also Manufacturers of 


Clamps. Foundry Flask 

Vises. Carvers’ Toa 
Handles. Auger Handles. Chalk Line Reels. 
Special Wood Turnings. Mallets. 


J. H. O’NEIL, Jr., Successor to 


R. BLISS M’F’G CO. 


Pawtucket 
R. I. 








ALWAYS 
THE 
SAME 














Sherman Pump Leathers 


MADE OF NEW OAK TANNED LEATHER 


ALWAYS 
THE 
BEST 


Look for the name SHERMAN on the box 
GOODS WELL BOXED ARE HALF SOLD 


Free Samples on request 


H. B. SHERMAN MFG. CO., Battle Creek, Mich. 

















Sure. 


Tools. But 


Guaranteed ? 


That’s characteristic of all B & C 
featu that renders’ the 





B & C Combination Wreneh different from and 
) » better than other so-called combination wrenches 


HO is the way it is built. 


Two heads shaped for grippage on pipes and 
nuts. A whole hand may be used on the long 
sleeve to force the jaws up tight. Get our 


catalog. 


BEMIS & CALL HDW. & TOOL CO. 


Springfield, Mass., U.S. A. 











There's more satisfaction and profit in 


PARKER eXPANSION 80LTS 


“Can't Turn in the Hole” 


than in any other brand 
Write—now—for samples, prices, etc. 


PARKER SUPPLY COMPANY 


Makers of Expansion Bolts, Screw Anchors, 
Malleable and Wrought Iron Products 


518 West 45th Street 


_ New York 

















Copper Rod 
Brass Rod 


Hard Rolled Copper 
Rectangular Copper 


We 


can furnish any of this 
material at very close prices and 
make good delivery. 


Write us when you are in the 
market. 


The Eureka Company 


NORTH EAST 






































The “Original”? Gutter Hangers 


Made by 






rger Bros. Company 


are the strongest, neatest and 
handiest made; 20 different styles 
to suit any requirement. 

Look for the “BB” on 
every piece. 

Send for free samples 


see and No. 8 Catalog. 
BERGER BROS. COMPANY 


Office: 229-231 Arch St. 
Warerooms and Factory: 


PHILADELPHIA 


Store: 237 Arch St. 
100-114 Bread Street 














Soe. Copper ; in 


Roll Gunes: ee 








Prompt Shiisienhe on Receipt 
of * Your Ore 


Copper: urrs, Cop- 
oS: Raves 
per ; A Corrugated Cop 
et Rivets, 

pper ; Soldering 


Bars, Copper; 
Conductor. er; lbs re 
Coppers ; Spikes, Copper; Was oot Co 


SH to od selli needs are listed above, 
ttsburgh Copper and Brass rite us at Mills 


_C. G. HUSSEY CO. 


Pittsburgh, Pa. 
U. S. A. 





















s at once. 
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Fresh Air ana Protection! 


The Ives Window 
Ventilating Lock 


A Safeguard for Ventilating 
Rooms, allowing windows to be 
left open at the top, the bottom, 
or both top and bottom, with en- 
tire security against intrusion. 





Descriptive circular mailed 
on application. 


THE H. B. IVES CO. 


Sole Manufacturers NEW HAVEN, CONN. 








E. H. 


STAPLES 


and WIRE SHAPES 
Binghamton, N.Y. 





TITCHENER & CO. 


































American Steel & Wire Co. 


MANUFACTURERS OF 


Telephone & Telegraph 
Wire. Electrical Wires 
of every description 











CLEVELAND 
PITTSBURGH 


WORCESTER 
DENVER 


CHICAGO 
NEW YORK 








West Leechburg 
Steel Company 


General an 

Sle Om = ; ee 
Bde Pet Ps. | FINE STRIP STEELS 
alld For all purposes. 
West Snociibiai Open Hearth Furnaces 
Pa. Hot and Cold Rolling Mills 

























GET A SAMPLE PAIR OF 
PEERLESS HANDCUFFS 


Write us today on your business stationery for 
dealers’ prices. 

We may add that Peerless Handcuffs are the only 
handcuffs made — positively cannot become locked 


in the pocket. are self-locking on a culprit’s 
wrist and always om Mi for use. 


PEERLESS HANDCUFF CO. 
SPRINGFIELD MASS. 

















“IDEAL” Riveting Machine 






Simplest, Strong- 
est and Best 
Riveter made. 





FOR OCATALOGUSB AND 


SEND 
Also of Cobbler Outfits, Lasts and Stands, Heel tes, Oorn 
Shellers, Grist Mills, ete. 


THE ROOT-HEATH MFG. CO., Plymouth, Ohio 
ee & Agents: D. N. Winner, 90-92 West Broadway. 





















We will be de- 

lighted to mail 

you our ae 
O 


MAJESTIC 
Coal Chutes 


and quote you our 





best dealers’ propo- 
sition. 
THE MAJESTIC CO. 
Huntington, Ind. Kansas City, Mo. 








WHY WELD 


When you can do better work in one-fourth 
the time, at one-fourth the price, by using the 


latest great discovery ? 


No welding. No oxidiza- 
tion. No flux necessary. 
“ Runs at extremely low 
temperature. Easily ap 
plied with gasoline torc 
Twice as strong and much 
— than aluminum. 
breaks at soldered 
point. insane yourself by Trying it. Used by Inter- 
nat’1 Motor, Locomobile, Packard, Stanley, Pierce- 
Arrow, Brewster, Demarest, Studebaker, Simplex— 
Aeroplane manufacturers and U. 8. Navy. 


Write for Booklet 55 
$3.50 per lb.—Sample stick (% Ib.) $1.50 net cash. 


SO-LUMINUM MFG. & ENGINEERING CO., Inc., Sole Mfrs. & Distribrs. 
United States Rubber Co. Bldg. 1790 Broadway, New York 









0= 


The Aluminum Selder 
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BICYCLE 
Step Ladders 


are made in 
many styles 
and to fit 
all kinds of 
shelving. 


Send for catalog giving full 
description and prices. 
THE BICYCLE STEP 


LADDER COMPANY 
62 W. Randolph St., Chicago, Ill. 




















pose [-P ean Ring Binders 


50 Styles 
and 
Prices 
from 
90 cents 
to 
$2.75 








The lightest, most compact binder known. Opens abso- 
lutely flat, giving the best possible writing surface. 


Irving-Pitt Manufacturing Co. 


410 EIGHTH ST. KANSAS CITY, MO. 
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This Stand Stands 


for Quality in Ther- 
mometers. Shows 
only four at a time, 
but that’s just the 
point—your customer 
is reminded that you 
sell them and there is 
room for displays of 
other goods. 





¥ 


2 fe Se: 
;R: Sige « 


























TE 











Send for the ‘‘Wilder’’ 
catalog and supplement of 
new Thermometer patterns 
that are ‘‘different.’’ 


Charles Wilder Co. 
514 Fulton St. ‘Troy, N.Y. 


Mission Stand 


A 
OUR GUARANTEE 


safeguards your interests as well as ours and those of 

the ultimate buyer. 

Every ‘‘J. B.’’ Scale is guaranteed to weigh correctly, 

as the law demands. Order a few grocer’s trip scales 

today. See how well they sell. You'll order more. 

<> Complete catalogue on 
request. 


JACOBS BROS. 
78 Warren St., New York 








De Kalb Business Wagons 


“We build business wagons for ony class of trade, and 
guarantee each one to be exact as represented. 
Ask for free catalog with full details. 


De Kalb Wagon Co., 103 Garden St., De Kalb, Ill. 








TELEGRAM 


Chicago, Ill., Aug. 7, 1915 

Joseph Dixon Crucible Co., 
Jersey City, N. J. 

Won the 100-Mile Challenge 
Race at 104.55 miles per hour. I 
used Dixon's Graphite Automobile 
Lubricants, which I can highly 
recommend. 





D. RESTA. 
G-88 

















Can Be Filled 
in the Dark 


A man wants to re-load the 
_ tank of his lantern with oil. It 
is night. He has no light to see 
with. He doesn’t need any be- 
cause the Delphos Oil Can fills 
the tank brim-full; no more, no 
less. An automatic pump does 
the trick. 
Now, think in dollars! After 
which write. 


Delphos Mfg. Co. 


Delphos - Ohio 

















—* 


BALE TIES 
GRISWOLD PERFECT 


(Standard and half gauge) 
STRONGEST and BEST PACKED tie on the 


market, made from selected wire. 
QUICK SHIPMENTS 


NORTHWESTERN BARB WIRE CO. 
Wire Products Mill Street, Sterling, Ill. 
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Our Counter- 
Sunk Caster 


The hollow steel ball—of chrome 
alloy steel—moves silently in any 
direction without tearing the rug 
or carpet or marking the floor. 


“‘Acme” Ball Bearing Casters can- 
not rust or bind and they absorb all 
of the strain involved in the moving 
of furniture, 





A BALL— 


NOT A bs hess 

rite at once for prices an r- 

WHEEL. ticulars concerning our complete 
caster line. 





THE SCHATZ MFG. CO., Poughkeepsie, N. Y. 


Agents: J. C. McCarty & Co., 29 Murray St., N w York City 








Electric and 
Belt Power 








The QUALITY W \SHER 
IT HAS NO EQUAL 


Embodies EVERY Desirable 
FEATURE, including our new 
Reversible - Swinging Wringer 
with Quick Safety Release. 
Highest Class, Medium Price. 
Best Materials and Workman- 
ship, Simple, Convenient, Ef- 
ficient, Strong, Versatile, 
Durable, Perfect in Operation 
and has Splendid Finish. 
Built in 

SIX DIFFERENT MODELS. 
A Washer for EVERY Fam- 
ily need. It’s a Business 
Builder for YOU, Mr. Dealer. 
Send for our Good Book No. 
99. It’s FREE. Sold ONLY 
through the TRADE. 


Automatic Electric Washer Co., Inc., Newton, lowa, U.S.A. 





























TAPLIN 


Dover Egg Beaters and 
Household Specialties 


TAPLIN’S NEW 
LIGHT RUNNING BEATER 


THE TAPLIN MFG. CO. 
New Britain, Conn. 


New York Office: 
143 Chambers Street 











THE COMFORT SELF HEATING IRON 


A Winner for every Dealer. A specialty that every 
household needs and will buy if you show it. Sells in 
preference to all other smoothing irons at sight. Con- 
struction is perfect. Two points. Both ends are front 
ends. Lights in one-third to 
one-fifth the time required to 
light other irons; fount has 
twice the gasoline capacity and 
operates twice as long without 
refilling. The heat regulation 
is absolutely perfect and al- 
ways in control of operator; it 
is an impossibility to enlarge 
the tip for the shut-off is not 
in the = Turn it high or 
f low at will. 

Weighs 6% Ibs. net and is guaranteed to satisfy. Sold by most 
of the best hardware jobbers and advertised in more than 175 pub- 
lications. Retails $3.75; handsome profits to dealers. Send for 
sample on 15 days’ trial. 

National Stamping & Electric Works 
416 S, Clinton St., CHICAGO, ILLINOIS 


“See 
riper 























Townsend Gave to the World 


The Ball Bearing Lawn Mower 





All other manufacturers now make Ball-Bear- 
ing Mowers for their best grade, but Town- 
send still leads in design, quality and finish. 


¢, P. TOWNSEND & CO., Orange, N. J. 





Every Razor A Safe One 


The old naked razor is the best 
kind to use—if you want a “real” 
shave. Everybody knows that. And 
it’s why the Shavezy Razor Guard 
sells so readily. It makes every razor 
a safe one—it covers the blade to just 
the right degree. 


Retails at’ 50 cents—so sales come 
easy. Write at once. 


L. T. WEISS 


291 Taaffe Place : : Brooklyn, N. Y. 























The Worcester Lawn Mower Co. 
Worcester, Mass. 

Have their NEW CATALOG 

in COLORS ready for mailing. 

Ask for it. 






J.C. McCarty & Company, 21 Murray St., New York 








When Wash Day Comes 


Hill’s Dryers 
go up every- 
where. People 
are beginning 
to see the folly 
of marring the 
beauty of their 
lawns with un- 
sightly poles, 
when Hill’s 
Dryer performs 
the work of 
drying in a jiffy 
and can be eas- 
ily removed in 
less than no 
time. Write 


HILL DRYER CO 
316 Park Avenue WORCESTER, MASS. 
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You can’t get away from it! 


It’s a snap to sell the snap that is 

for the driver to put on or take ’ 
but impossible for the horse to get 
away from. It is the 


KLINGSNAP 


A twist of the wrist and the trick is 
done. Never wears out or gets out of 
order. Made for rope ties and for 
leather straps. Strong enough to hold 
an elephant. 


A Counter Display showing the Kling- 
snap in different sizes will start the 
money coming across your counter. 
Your jobber will supply you. 

For free sample address. 


The National Safety Snap Co. (Inc.) 
Dept. H WILMINGTON, 0. 


Sole manufacturers of the Kilngsnap and the 
Kilng Hame Fastener. 





Ask Your Jobber 


For Harness Snaps, Rope 
Snaps, Breast Chains, 


Horse and Cattle Ties, 
Halters, Wagon Jacks, 
Gate Hooks, etc. 

MADE BY 


Covert’s Saddlery Works 


INTERLAKEN, N.Y., U, S. A. 
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Made by THE UNION HORSE NAIL CO. 
1506-1522 W. 22d St., j CHICAGO, ILL. 


Imperial Lawn Edge Trimmer 


Sells on sight. See how easy it works. 
Note the clean, even edge. No moving parts. 
Very durable. Price is right. Good profit. 


Most jobbers will supply you. 
IMPERIAL BIT AND SNAP CO., 


Racine, Wis. 


























AMERICAN BRAND 





LASTS LONGER—LOOKES BETTER 
ALSO 
COPPER, BRONZE, GALVANOID ENAMELED. 
PAINTED, BRIGHT GALVANIZED 
All Meshes and Widths 


AMERICAN WIRE FABRICS CO. 
CHICAGO, ILL. 











[he Cheapest Because the Best 


: WIRE 
KARL ciota 
is non-rusting, does not require re- 
painting, and is_ practically indes- 
tructible. Copper colored wires in 
ats identify it——-our re- 
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/ Ue se ote ee a et Ae ' 
_ Edward Darby & Sons Company 


Taelele Bate! | 


| | 
Brass, Copper, Steel, Iron and Galva- | 


nized Wire Cloth. © Bronze, Galvanized 
d Window Screen Wire 
Cloth. © Galvanized Farm Fencing.and 
Gates and Poultry Netting. © Wire 
eral am taetete aGcUliisteme-teleim a Ali icteh: a Gate tae to 


( Wire 


mannan VRPT tre 
| and ratint. 

} 

j 


and tron Goods of every description, 


Send for Catalocues. 


and Office: 233-35 ARCH STREET 


i 
| miatl a 
| 113-15 BREAD ST.. PHILADELPHIA. PA. | 


ao Gelatu- 


ee ——_ 
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Gifford-Wood Co.’s Ice Tools ttta tverrwhere by Everybody 
wit for oe’ Pee aot tt = GIFFORD-WOOD CO. wun88Rx. v 


your territory. Ask for Catalog. NEW YORK BOSTON CHICAGO 








Show the Housewife the handy Tongs, Picks and 
Shavers you ~ * for the ice chest— 
She will appreciate the quality. 





























C. E. JENNINGS steers patent 
THE ROBERTSON EXP ANSIVE BIT 


“Horseshoe Magnet” SEE THAT aeveL 


ON CAP AND CUTTER iw 
Trade Mark Reg. U. S. Pat. Off. 


Hammer 


ad 













The best magnet hammer 























It holds the tack CUTTER 
Write for illustrated price list. CREER 
ARTHUR R. ROBERTSON, Sole Mfr. Nete Micrometer Screw, by means set which, Cutter can be in- 
144 Oliver Street Boston, Mase. stantly adjusted to ae th part of an inch. 
Owner of the “Horseshoe Magnet” Trade Marks. C.E. JENNINGS & CO. Pon... aan 71-73 Murray St., N.Y. 
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J BEST BLOOM Galvanized Sheets Sheets | | pee | 
Made from KEYSTONE COPPER BEARING STEEL—Unequaled for | Boy at. | 
CULVERTS, TANKS, FLUMES || (| 
Skis stoncil on Kepritne Copper Wearing, Rroccs Best Bsoar Gaivanioed shes | 
insures service and en 2 You should use noother. Write for full information. nly srone 
_AMERICAN SHEET AND TIN PLATE COMPANY, » Frick Bullding, Pittsburgh, Pa. M_ “oven was 


ee 


Dee $s 




















STASL'ISHEO 16 


~ JOHN HASSALL we. 
RIVETS. 
ESCUTCHEON PINS. 
SPEGIAL WirRE NAILS 


Cr.ay AND OaxcLand Srereerts 


BR KLYN,N 
<a ett =) 
In Ace METALS 4 











TACKS ‘ccc’ NAILS sem BOLTS 


Cobblers’ Nails, Bed Screws, Glazier Points 
SHELTON CO. (Estab. 1836) 


SHELTON, CONN. New York, 96 Warren Sit. 





(Be eee) 
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ELEVATORS AND DUMBWAITERS| | The Zimmerman Porch Base 


Made to be sold by the Hardware Trade. 
Can be placed in position by any carpenter. 


CATALOGUE FREE 


ENERGY ELEVATOR CO. 


214-216-218 New St. Philadelphia, Pa. 


ACN E- Cleveland « Grindstones 
=, 


STUDDING SOCKETS To Hardware and Implement Dealers 


Prevents Decay and Saves Expense 
All Sizes for Round and Square Posts 
Pamphlet and Prices on Application 


S. CHENEY & SON, Manlius, N.Y. 












































Easiest, simplest, best way to anchor wooden stud- «NE encand OS endasd be Ohne 
ding to cement floors. Approved by architects and Poy i ail other dottnan ase anee : 
builders. Big demand—liberal profit. Write for com- ae Gievelane aaakeaon ban ery 
plete catalog of Door Hangers, Sleds, Wagons and a je Ayana oy rite for book, “How 





es 





to Keep Mail Orders at Home. 
THE CLEVELAND STONE CO., Creverane, Ome. 


Hardware Specialties. 
WAGNER MFG. CO., Dept. D., 










Nee, 





Cedar Falls, Iowa _——, 














WATER SUPPLY PUMPS 





GOULDS PUMPS 


SPRAY AND WATER SUPPLY 


WRITE FOR CATALOG AND PRICES 














THE GOULDS MFG.CO. SENECA FALLS.NY. 
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Number 241 vise is swivei, 


pipe jaws and anvil. 





241—AUTOVISE 


Rock Island Autovises 


weighig 80 lb., and is adapted for 
automobile and heavy repair work. No. 231 vise is same in design, 
but is stationary, weighing 32 lb., and is suitable for the individual 
automobile owner. These vises are a combination of vise jaws, 


ROCK ISLAND MFG. CO. 


SEND FOR NEW. CATALOG OF LARGEST AND MOST 
COMPLETE LINE OF 





Rock Island, Ill. 


231— AU TOVISE 





VISES MANUFACTURED 








EYELET-TOOL 
CO. 


pe } Vv 
il il i, Manufacturers of Punches and Sets 
(Hand Drive and Foot Power) for 
hea Leather, Cloth and Metal. Punch Tubes, 
Punch ‘and Dies. All kinds and sizes 
made to order. Write jobber. Booklets 
free. Established 1858. 


40 Lincoln St., BOSTON, MASS. 








/» 


STEVENS LINE LEVEL 


ned mechanics, farm- % 

masons, etc. 
Made of aluminum, 
weighs % oz., accur- 
ate ao reliable. Write 


for further detail. Y WA HY YJU!4: Uy 
Frank B. Hall) ™M)”\u’“lMullll “9 


Newton Falls, Ohio 





























Porter’s ““New Easy” Bolt Clippers 


All sizes. All parts interchangeable. Jaws Special Steel. 
Big Sellers. Good profit. Write for prices. 


H. K. PORTER Everett, Mass. 











‘VICTOR’? BOLT CLIPPER 


Send for Oatalog. 








ROBERTS MFG. CO., Somerville Station, BOSTON, MASS. 











SIMPLIFIED READING 
Chicago New York 











“The line for zou Because of Better Profits—Satisfaction— Repeat Sales 


EUGENE DIETZGEN CO. 


@™@, DIETZGEN STEEL TAPES 


San Francisco 
WRITE FOR CATALOGUE ‘‘A”’ 





BLACK FINISH 
MANUFACTURERS ee ee eee 
New Orleans Toronto Pittsburgh Philadelphia 














The 
Rene Extension is of the same pattern as our 


10, differing in that it is of heavier con- 

I ed struetian throughout—and somewhat larger— 
mprov which allows it to hold the shanks of all Auger 
Bit It is made to follow an eleven-sixteenth hole. 


Comes in six lengths—12”, 15”, 18”, 21”, 24” 
and 30”. 


Extension The Ford Auger Bit Co., Holyoke, Mass. 





140 Years’ Continuous Business 





LARGEST ASSORTED STOCK IN THD WORLD 
Highest Grade Only 


JOB T. PUGH =: :: # Phila., U. S. A. 














High Grade Hand Made 
STEEL 
ALPHABETS 
AND FIGURES 


THE SCHWERDTLE STAMP CO., Bridgeport, Conn. 

















Gases 6.5.00. coege 


ZE-LITT PAT. FILE AND TOOL HANDLE 
Stronges Interchangeable Handle Made 


THE (JHAPIN-STEPHENS (0. 


PINE MEADOW, CONN., U. &. A, 


Unien Faotery 











MORTAR H d 

and BRICK 0 $s 

Send for Catalogue 
and Price List 


Mfd. by 
METAL DEPT. 


THE CLEVELAND 
WIRE SPRING CO. 
Cleveland, Ohio 














Morton’s Cable Chains 


BRONZE AND STEEL 


For hanging sash and suspending doors, gates, 
weights, etc. Very easy to apply. Strong and 
durable. Some have been in use over 25 years. 


Thomas Morton, 245 Centre St., New York 















NIPPERS ; 


AND 


PUNCHES 


Send for Catalog 


—————————————————— 





ESTABLISHED 1826 


Round and Oval Punches 


OF SUPERIOR QUALITY 


C. S. Osborne & Co. 
Newark, N. J. 
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SAMSON CORDAGE WORKS 
MANUFACTURERS OF 47 
BRAIDED CORDAGE om 
AND COTTON TWINES 
BOSTON 





Sz LINES, SMALL LINES 
ETC. SAO ADR LATALOG 


MASS. 


SASH CORD, CLOTHES. 
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bien 6-3: tie Iron Fence 
: Ds P| Gates 
, <2} Lawn Vases’ 
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ROPE 


. MANILA and SISAL 


LATHYARN, HAY and HIDE 
ROPE, and SPECIALTIES a 
Manufactured by f = <= 


E, T. RUGG & CO. 


NEWARK, OHIO 















MADE OF eT... INFERIOR METALS, TINNED OR HICKELED. 


‘iy 
JOHN SOMMER FAUCET CO. 555 Cenreat Ave. Newarn NL, 











—An absolute guarantee with every bar of solder— 


ALUMINUM—SOLDER 


Aluminum Solder & Refining Co., Syracuse, N. Y. _ 
$2 per box of 4 bars. 








Discounts to Dealers. 








BURNLEY SOLDERING SALTS 


Makes Joints stronger than the original metals—adapted 
particularly for Tin, Brass and Copper workers, Cor- 
nice Makers, Galvanized Iron, and all kinds of general 





soldering. 
Ask for samples ot: = 
. The Burnley Battery & Mfg. Ce. 
and prices. ihre coon te s 














MICHIGAN WIRE CLOTH CO. 


EVERYTHING IN WIRE CLOTH 


Pioneers in the manufacture of DOUBLE CRIMP WIRE CLOTH and WIRE SCREENING of 
every kind possible to weave, made of Steel, Iron, Brass, Copper, Bronze, Aluminum, German 
Silver, Pure Nickel), Galvanized, Tinned and Monel Metal ‘Wire: also WIRE 


Also Drawers of Brass, Copper, Bronze, German Silver, Pure Nickel, Aluminum, Monel Metal Wire, ete. 
517 HOWARD STREET, DETROIT, MICH. Write for Catalogue No. 25. 


ESTABLISHED 1864 


LATH, Etc. 











“ANSONIA” NAIL CLIP 10c. 


Made by the makers of the “‘“Gem’”’ nail Clipper. Twelve 
in » box or 12 on a display card. Fast ten-cent sales. 


, — Big Profit 
a IANSO NiAg 


Write 


H. C. Cook Co. 
Ansonla, Conn. 

















Shaft-driven, Auto- 
mobile, Hand Horn 
List Price, $5.00 


The simplest and most dur- 
able on the market. Profit- 
making discounts and ‘‘deal- 
er helps” for the trade. 


oe  -aggaae Co. 
Chicago 
on OO of 
Samson Automobile Horns 











Saw Sets, Hand Punches, 

Nail Pullers, Box Openers, 

ax Seal Presses, Bench Stops, 

Up \\ Liquid Soap Dispensers. 


Chas. Morrill, Manufacturer 
102 Lafayette Street New Yor; 








REG. U. S, PAT. OFF. 








SHOE SLOYD 
KITCH EN OYSTER 
ERUNING RUBBER 

PATTERN 
MAKERS’ 


| <7 ema 


New Haven Oyster Knife 
ROBERT MURPHY’S SONS CoO. 








Ayer, Mass. 





ifs 


\ 


You Wear Out the Fish and 
Not Your Tackle 

WHEN you fish with ‘‘tackle that’s fit for 
fishing’ '—sold at the store that shows 

the sign of the ‘‘Leaping Dolphin.’’ In city, 

town or camp it’s the sign of quality and a 

century of experience in making rod and reel, 

hook and line. New illustrated catalog H 

(236 pages) sent on receipt of pa egg 

(10 cents) to any angler who will give 

his tackle dealer’s name. 


Abbey & imbrig, as } Veug St., New York 
MTT 


PRIES'T’S 
Clippers 


The worki’s standard “back- 
o’-the-neck”” shaver deserves 
your serious investigation as 

rofitable item of stock. 
rite. 


American Shearer Mig. Co. 
Nashua, N. H., U.S. A. 





PLL 


stl 














Parker Wire Goods Company 


Manufacturers of 
General and Special Wire Hardware, 
Wire Goods and Stampings 


WORCESTER MASSACHUSETTS 














BROOKS 


WIRE GOODS 


Bright Iron and Brass. Special — 
Wire Goods Made to Order. 


M. 8S. BROOKS & SONS 
CHESTER, CONN. 
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HARDWARE AGE 





August 26, 





An unsolicited testimonial of a Liner Ad. 


‘The advertisement on the sale of our fixtures has brought a 
number of inquiries and we would be pleased if you will 
duplicate the advertisement, doubling the space. Py 

“Made one sale of $700 today as a result of the advertise- 
ment in HARDWARE AGE. 

‘Yours respectfully,’ 

Name and address upon request. 


2c. 


Help 


2c. 








Situations Wanted 


mum rate. 


mum rate. 


Business Opportunity 


mum rate. 





per word—50c mini- 


Wanted 
per word—$1.00 mini- 


per word—$1.00 mini- 











Help Wanted 


Original letters of reference should 
not be enclosed with replies to ad- 
vertisements appearing in these col- 
umns, as they are frequentiy mts- 
laid and lost. A copy of the refer- 
ence will serve the purpose. 








MANUFACTURER of full line 
household specialties wants local 
representatives in all important cities 
to handle line on commission. De- 

rtment stores, hardware dealers, 
instalment houses, premium  con- 
cerns, are all big users. State ex- 
perience, lines handled and territory 
covered. e want none but those 
who can “make good.” For such 
our proposition is an excellent one. 
Address “S. ” care HARDWARE 
Ace, New York. 





GARDEN HOSE SALESMAN 
WANTED—A-1 salesman acquainted 
with hardware trade to sell complete 
line garden hose on strictly commis- 
sion basis. Advise territory vou 
now cover and give references. Ad- 
dress Thermoid Rubber Company, 
Trenton, N. J 





WANTED—A-1 SALESMEN, ac- 
uainted with the hardware trade. 
o sell a well known line of cutlery 
with an improvement that makes it 
a specialty. Territories: No. 2, New 
York; No. 4, New Jersey, Maryland, 
Delaware, Virginia and West Vir- 
inia; No. 8, Ohio; No. 10, Indiana; 
o. 15, Iowa. Agencies and “side 
line’? men need not apply. Genuine 
up-to-date, hustling salesmen wanted. 
Give references. Address “U. S.,” 
care Harpware Ace, New York. 





WANTED—Salesmen calling on 
the retail hardware and furniture 
trade in the States of Ohio, Penn- 
sylvania and Southern New York 
to handle a complete line of well 
known high grade family _washin 
machines on commission. State ref- 
erences. A good proposition for 
right partv. Address “U. Z.,” care 
Harpware Ace, New York. 





THERE SEEMS TO BE AN 
UNUSUAL DEMAND FOR 
HIGH GRADE MEN RIGHT 
NOW — WHAT KIND OF AN 
OPPORTUNITY ARE 
AFTER? 


YOU 
We RECOMMEND | [and 


THIS SECTLON FROM “PAST 
PERFORMANCES.” 





MANUFACTURER of a patented 
Burglar-Proof Lock desires to get 
in touch with salesman calling on 
the hardware trade to handle our 


Help Wanted 


WANTED—Experienced salesmen 
to sell our new line of high grade 
builders’ hardware specialties to the 
hardware trade on commission. Men 
who visit architects preferred. We 
have a fine line and big business is 
coming our way. e want only 
high grade men and will pay good 
commission. Give references. Ad- 
dress “‘V. X.,”” care HARDWARE AGE, 
New York. 





GARDEN HOSE SALESMAN 
WANTED—A.-1 salesman acquainted 
with hardware trade to sell complete 
line garden hose on strictly commis- 
sion basis. Advise territory you 
now cover and give references. Ad- 
dress Thermoid Rubber Company, 
Trenton, N. J. 





WANTED—Experienced bicycle 
man, capable of designing parts and 
estimating cost of assembling a line 
of popular priced wheels. Address 
Box 407, Montpelier, Ind. 








Situations Wanted 





A PARTY who is_ thoroughly 
familiar with the manufacture of 
cutlery would like to meet parties 
desirous of financing an up-to-date 
factory. Address “T. Z.,”” Harp- 
warRE AcE, New York. 





“WE GOT THE MAN WE 
WANTED.” IT’S THE SAME 
OLD BUT NEVERTHELESS 
GRATIFYING STORY THAT IS 
TOLD TO US WEEK IN AND 
WEEK OUT. YOU’LL FIND 
THAT AN AD IN THIS SEC- 
TION IS THE EASIEST AND 
CHEAPEST METHOD TO GET 
COMPETENT MEN. 





YOUNG MAN, 21, technical 
school graduate, with fair knowl- 
edge of hardware, desires to learn 
business with going concern. Ad- 
dress “U. Y.,”’ care Harpware AGE, 
New York. 


POSITION WANTED as man- 
ager of hardware business, dividing 





Situations Wanted 





HARDWARE MAN WITH TEN 
YEARS’ EXPERIENCE in retail 
store desires position with some 
good retail or wholesale hardware 
concern in the South. Address “V. 





O.,” care HaArpwAreE AcE, New 
York. 

EXPERIENCED HARDWARE 
SPECIALTY. SALESMAN _ with 


eighteen years’ road experience de- 
sires permanent position with large 
manutacturer. ersonal acquaint- 
ance with the hardware jobbers in 
the Eastern, Middle West and 
Northwestern States. Am forcible 
business man, thirty-six years of 
age with clean habits and business 
getter. Can furnish high class ref- 
erences. Address “V. P.,” care 
HarpWARE AcE, New York. 





REPRESENTATIVE 
MANAGER. 

An executive sales manager and 
salesman, 33 years of age, of proven 
aggressive successful methods; 
originality and initiative; established 
character; wide acquaintance; years 
of progressive experience in posi- 
tions of difficulty and responsibility; 
college, engineering education, prac- 
tical mill experience in one of the 
largest steel plants, and sales ex- 
perience from coast to coast and 
north and south, at present employed 
in an official capacity with a com- 
any doing over $1,000,000 annual 
usiness, desires to represent in 
Pittsburgh district or other terri- 
tory, a manufacturer of size and 
reputation. Will also consider con- 
nection with good company in an 
other fitting capacity. Can furnis 
highest endorsements. Heavy hard- 
ware, iron and steel or kindred lines 
preferred but not essential. Corre- 
spondence invited. Address care 

ARDWARE AGE, Park Bldg., Pitts- 
burgh, Pa. 





SITUATION WANTED—Young 
married man, five years’ experience 
in builders’ hardware, posted on 
wholesale prices and with knowl- 
edge of bookkeeping. At present 
employed. Will 
ood. Address Box 188-A, care 

ARDWARE AGE, Otis Bldg., Chicago. 





profits or will work for salary; 15 

years’ successful experience; high- 

2st x “ha G. H. Watts, De- 
nd, a. 





ADVERTISER solicits exclusive 
representation of one or more stand- 
ard lines of hardware, for State of 
Minnesota. References upon appli- 
cation. Address, stating particulars, 
“V. D.,” care Harpware AcE, New 
York, 


MAN 35, FOURTEEN YEARS 
IN HARDWARE BUSINESS, ex- 
perienced buyer and manager, would 
like similar position with good re- 
tail concern. Unusually well posted 
on prices. In addition to general 
hardware understands builders’ 
hardware and paint. Reply “V. 
R.,”” care HArpWARE AcE, New 


stick and make|‘ 


Business Opportunities 





IF YOU ARE DESIROUS of 
buying, selling or exchanging a stock 
of hardware we can be of great 
service to you on account of our 
intimate knowledge of these matters 
in every section of the United 
States. Address “H. B. G.,” care 
HARDWARE AGE, New York. 


FOR SALE—Hardware, harness 
and implement business in Arizona. 
Doing about $50,000 business per 
ear. For particulars address “H. 
E” care HarpWARE AGE, New 
York. 











YOU HAVE OF COURSE THE 
NEWSPAPERS IN YOUR CITY 


iT IN A NATIONAL WAY 
USE THIS SECTION—IT MAY 


PROBABLY GIVE YOU 
WORTH-WHILE “BERTH.” 





COLLECTIONS! 

Bad debts, delinquent accounts. 
claims, etc., collected everywhere. 
sagen results, prompt settlements. 
No advance fees — no “retainers.” 
No collection, no charge. Money- 
getting particulars free. Best Ad- 
justment Co., Room 840, 1328 Broad- 


7 


way, New York. 





FOR SALE—Good, clean hard- 
ware stock, best location in county 
seat town, in Southern Michigan, in 
the fruit belt on Lake Michigan. 
Stock will invoice about $6,500.00. 
This is a fine opportunity for some 
one to get into the hardware busi- 
ness. Cash sale. No trades. For 
further particulars address “S. Y.,” 
care Harpware Ace, New York. 





FOR SALE — GOOD CLEAN 
STOCK OF HARDWARE and tin 
shop, town 600, Central Illinois, 
doing about $25,000 business per 
ear. Only hardware store in town. 
ear closest investigation. Address 
‘ Piasll care HaArpWarE AGE, New 
‘ork. 





FOR SALE—Clean stock of hard- 
ware and furniture, invoicing $25.,- 
000; old concern with established 


business; 25,000 square feet floor 
space; reasonable rent; will bear 
personal investigation of any one 


interested; reason for selling, death 

of the owner: cash sale; no trades. 

_— Alonzo Mims, Catlettsburg, 
y. 





York. 








lock on commission basis. Advise 
us what territory you cover and 
references. Address “V. Q.,” care 
Harpware AGE, New York. 





- IF YOU ARE A SUCCESSFUL 
SALESMAN, calling on the hard- 
ware trade and can qualify as such, 
we will offer you the sale of a 


MARRIED MAN, age 36, with 
fifteen years’ experience in buying 
and selling shelf and heavy hardware 
and housefurnishings, desires posi- 
tion as buyer for wholesale or mail 
order house. Has wide acquaintance 
with manufacturers. Best of refer- 
ences, Address “V. F.,”’ care Harp- 
ware AcE, New York. 





brand new household specialty (pat- 
ented), on a commission basis, as a 
side line. Small sample. No com- 
etition. Fast seller. State in first 
etter territo desired, if sellin 
dealers or jobbers, experience an 
references. Nationa Products 


THOROUGHLY COMPETENT 
HARDWARE MAN desires position 
either on road or in house; have had 
wholesale and_ retail experience. 
Address “V. I.,” care Harpware 
Act, New York. 





Company, Owego, Tio County, 
N. a y g ga ty 





WANTED. 
By manufacturers of builders’ 
hardware, selling representatives or 
od commission houses to handle! 


ine in following territory: New 
York City and stern States; Chi- 
cago and Middle West; Southern 

West. Ad- 


States; Pacific Coast and 
dr or W.,” care Harpware 


SITUATION WANTED by 
young man 22 years of age as clerk 
or assistant buyer; had eight years’ 


Py) 


COMPETENT HARDWARE 
SALESMAN, good address, twelve 
years’ experience as buyer and 
manager, at present employed, de- 


sires traveling position in _ the 
Northwest, representing Eastern 
manufacturer. Best of references 


FOR SALE—Only Hardware and 
Implement Business in town of 1000 
in Lancaster County, Pa. Fine loca- 
tion for plumbing and heating. New 
building, 3 stories. Together or 
separate. Health reason for selling. 
Address A. W. Greason, 34th and 
Chestnut Sts., Philadelphia. 





as to ability and integrity. Age 36, 
married. Address “V. S.,” care 
HarpDWareE AGE, New York. 





HARDWARE MAN, | fifteen 
years’ experience as manager, buyer, 
salesman, bookkeeper; in fact every 
part of hardware business; also 
manager, buyer and estimator for 
plumbing department. Best refer- 
ences. Address V. T., care Harp- 
warRE Ace, New York. 





experience in the tool, cutlery and 
general hardware line. Can trim 
windows and talk German and 
alsq capable of helping tinner and 
plumber. Would like to connect 
with a_ live, up-to-date hardware 
firm. Prefer Illinois, Wisconsin or 
Iowa. Can furnish best of refer- 
ences. Address Box “V. K.,” care 


BUILDER’S HARDWARE MAN, 
age 32, married, with seventeen 
years’ experience with wholesale 


WANTED—Capital to start a re- 
tail hardware store in the best town 
in western South Dakota. I have 
had 11 years’ hardware experience, 
the last 5 as manager of a store. 
want to get in a business where I 
can make something besides a sal- 
ary. Address “V. ae care Harp- 
WARE AGE, New York. 





FOR SALE—Stock of hardware, 
Cleveland, Ohio; invoice about 
$10,000.06; stand 27 years old: 10 
per cent for cash; good business. 
Address V. M., Harpware AcE, 
New York, 





and retail trade; also experienced in 
all lines of hardware, would consider 
traveling; desires change; temperate; 








Acz, New "York. 


.» Car 
Harpware Ace, Otis Bldg., Chicago. 


can give best of references. Address 
vate . care Harpware Ace, New 
ork. 


FOR SALE—Patent on screen 
wire measuring and cutting device; 
great thing for hardware dealers; 
will sell outright. Henry MHaber- 





lein, Box 88, Pflugerville, Tex. 
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August 26, 1915 


Business Opportunities 





FOR SALE — Hardware and 
sporting goods, stock purchased new 
in March, 1914. Located in East 
Central Iowa; invoicing about 
$5,000.00, including fixtures; no tin 
or plumbing shop, but room in build- 
ing for one if desired; no trades 
considered; poor health reason for 
selling. Address V. N., care Harp- 
WARE AGE, New York. 


FOR SALE—A nice clean stock 
of hardware and implements; also 
grain and coal: located in Eastern 
Colorado; excellent farming district 
and County Seat town. Stock in- 
voice about $10,000: buildings can 
be bought or rented _ reasonable. 
Will sell hardware and implements 
separate. Doing about $60,000 busi- 
ness per year; cash _ proposition. 
For particulars address C. H. 
Green, Ordway, Colorado. 


FOR .TRADE—¥160 acres im- 
proved farm located about 100 miles 
west of Minneapolis: splendid soil, 
slightly rolling, good dwelling and 
outbuildings; in the best dairying 
section in Minnesota, and within a 
radius of six miles of four cities, 
with a population up to 4000; will 
trade for a good hardware or gen- 
eral stock. Address W. H. Kropf, 
Stoughton, Wisconsin. 


A STORE PROPERTY AND 
STOCK of general merchandise for 
sale; located in a small village sur- 
rounded by 2 good farming com- 
munity; good shipping facilities for 
handling produce, etc.; failing 
health reason for selling: A. E. 
Strong, Proprietor, North Ben- 
ton, Ohio. 


FOR SALE—Only hardware store 
in town of 800 inhabitants with fin- 
est school in State for size of town, 
doing $15,000 business; stock will 
inventory about $4,500, and con- 
sists of hardware and_ groceries; 
elegant chance for young man: in- 
vestigate. Sproul Hdw. & Mfg. 

o., Delevan, N. Y. 

















WANTED—Several live snecial- 
ties to sell to hardware, machinery 
and mill supply houses in Chicago 
territory; thirty years’ experience as 
salesman and manager and a wide 
and favorable acquaintance in 
Western mechanical field; would 
take one account if favorable 
proposition and devote entire time; 
no objection to covering territory 
by traveling; best of reference as 
to character and ability. Address 
. U., care Harpware Ace, New 
York. 





FOR SALE—Have one of the 
best opportunities in South Texas: 
good clean stock of shelf hard- 
ware; invoice about $5,000.00: 
other lines can be added; very best 
of climate; or will trade for hard- 
ware in higher altitude; do not an- 
swer unless you have the cash or 
stock in exchange. Address V. Y., 
care Harpware Ace, New York. 





_ HALF INTEREST in an estab- 
lished hardware, plumbing and heat- 
ing business operating stores in two 
prosperous towns in western Penn- 
ek me with extensive new mining 
evelopments and large farming ter- 
ritory. Sales $75,000 per year earn- 
ing dividends. Other interests re- 
quire time of party retiring. Ad- 
dress “W. A.,” care HARDWARE 
Ace, New York. 

SPLENDID OPPORTUNITY. 

FOR SALE at an advantage, the 
controlling interest in a good es- 
tablished wholesale hardware busi- 
ness in a Southern city. Good rea- 
son for selling. For full particulars 
address “V. Z.,” care HARDWARE 
Ace, New York. 


FOR RENT 


In heart of Chicago, 
wholesale and central dis- 
trict—with excellent ship- 
ping facilities—low insur- 
ance—three upper floors, 
38 x 150 ft. 

ADDRESS: 


P. & F. Corbin Division 


CHICAGO, ILL. 














HARDWARE AGE 


If you have services to 
sell, try a Liner Ad. in our 
Classified columns. They 
bring results. 


Or if you wish to engage 
an expert salesman—road 
or retail—or any other 
kind of experienced hard- 
ware help, a Liner Ad. will 
put you in touch with a 
good many men looking 
for just such a position. 


Or, if you have a side 
line to market—a business 
to sell—a partner to seek 
—try a Liner Ad.—dis- 
tance is no. disadvantage 
to the Business Opportun- 
ity columns of HARD- 
WARE AGE. Here the 
East meets the West and 
the North the South—they 
are brought together by 


their interlocking wants. 


Two cents a word is 
the rate for either Help 
Wanted, Position Wanted 
and Business Opportunity 
advertisements, ‘addresses 
included. Minimum charge 
50c for Position Wanted, 
and $1.00 for Help Wanted 
and Business Opportunity 
Advertisements. 





How long do 
your files cut 
keenly? 


It will be 
greatly to 
your interest 
to keep tab on 
them — and 
try a few 
Deltas and 
compare the 
results 


You will find 
that the 


DELTA 
FILE 


has cutting and 
lasting qualities 
EXTRAORDI- 
NARY. as hun- 
dreds of other 
progressive 
manufacturers 
have done. 

The reason for 
the Delta dis- 
tinctiveness lies 
in the fact that 
we are the only 
file manu factur- 
ers that use 
crucible steel 
absolutely in 
files from 3 to 
24 inches, and 
this material is 
backed by fifty 
years’ experi- 
ence in cutting 
and tempering. 
There is a shape 
and size to meet 
every require- 
ment. 

The trade-mark 
on the tang is 
a _ satisfaction 
or money back 
guarantee. 


BE SURE TO 
TRY THEM 
If your jobber 
cannot supply 
you, we will do 

so, promptly. 


Ky 
2 





Me DELTA 


DELTA 


FILE WORKS 


Philadelphia, Pa. 


Chicago Office: 
62 Lake Street 


New York Office: 
260 West Street 
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HARDWARE AGE 


VERY large machine shop or 
manufacturing plant should 
have in the tool-room a set of 
accurate, convenient measur- 

ing instruments. 

To suit the requirements of high- 
grade tool-rooms we have produced 
this remarkable set of high-grade 
micrometers which may be had sepa- 
rately or in sets. Each micrometer is 
graduated to read to .0O1 of an inch 
and is furnished with our patent lock 
nut and may be had with or without 
the ratchet stop, as desired. Frames 


Send for Free catalog No. 20A describing 2100 
styles and sizes of fine tools and hack saws. 


L, 2 Stamens CO. 


World’s Greatest Toolmakers 
ATHOL, MASS. 


The 


NEW YORK LONDON 





PRICES 


Set of 6 Micrometers, 
sizes 1” to 6” with 
ratchet stop - - - - - $39.00 
Incase - - - = = = 43.00 


Without ratchet stop - $3.00 less 


are drop forged from bar steel and are 
well finished. The one-inch microm- 
eter has decimal equivalents stamped 
on the frame; the other sizes are 
marked to show their capacity. Stand- 
ards by which to adjust these microm- 
eters will be furnished when desired, 
at reasonable prices. [hese microm- 
eters are sold separately in wooden 
boxes or in sets with velvet lined 
morocco leather case. 

For measurements greater than 6” 
we make a set of micrometers up to 


iZ'. 


BY INVITATION 
MEMBER OF 





CHICAGO 42-472 








August 26, 1915 
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ROFIT INSURANCE 


for the Hardware man 


}is provided by our 


September Catalogue. 


@ With the RIGHT PRICES it offers, you can 
hit the NET PROFITS Bullseye. 


q If you would be wise in your Fall buying 
you will COMPARE the prices in “Our 
Drummer’ —then buy as that comparison 


shows you is best. 


@ The prices in this book are net. They are 
guaranteed for thirty days. If the goods are 


not satisfactory, you may send them back. 


@ Unless you are too busy to make money, 
you can’t afford NOT to study our September 


Prices. 


BUTLER 
BROTHER’ 


Exclusive Wholesa!- 






NEW YO’ 
} 
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